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ADVERTISEMENTS THAT STICK! 


Eveready advertisements help dealers because 
they make the name “Eveready” stick in the read- 
er’s mind! They are poster-like in appeal. Strik- 
ingly interesting. The above illustration is one 
example of their remarkable dramatie quality. 
The Eveready Packaged Electricity campaign pre- 
sents familiar products in a new way. Many deal- 
ers have profited by displaying these batteries and 
outstanding advertisements. Most of your dealers’ 
customers could use flashlight batteries, dry cells 


or radio batteries right now. Tell them that the 


_.) 2 
pany are entered 
alesmman selling 


effort is small . . . and that profits on Eveready 
sales have a habit of piling up! 

x . . 
The Eveready Hour, radio’s oldest commercial 
feature, is broadcast every Tuesday evening at nine 
(New York time) from WEAF over a nation-wide 
N. B. C. network of 30 stations. 
NATIONAL CARBON COMPANY, INC. 

General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide < and Carbon Corporation 
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A GREAT many 
readers are interested in the 
splendid series of articles by 
Professor Palmer of the Uni- 
versity of Chicago on the sub- 
ject of “Why Jobbers Fail.” 
The first article appeared in 
the May issue of THE Joss- 
ER’S SALESMAN, but the pres- 
sure of other subjects has 
postponed a continuation of the 
series until the August issue. 

While the July part of the 
“Summer Sales Prize Contest” 
is now under way, it is not 
too late for those jobbers who 
found it impossible to take part 
this month to enter their sales- 
men for August. 


You are invited to either 
write for entry blanks or send 
in such entries on your own 
letterhead, giving the names of 
your salesmen, 
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D. G. PILKINGTON 
GENERAL MANAGER 





CHICAGO: 


THOMAS J. CASEY 
District Adv. Mgr. 


520 N. Michigan Blvd. 
Telephone Whitehall 4621 





NEW YORK: 
J. L. DAVIS 
Eastern Representative 


280 Madison Ave. 
Telephone Caledonia 9031 





CLEVELAND: 
GEO. E. POMEROY 
Manager 


Rockefeller Bldg. 
Telephone Cherry 2440 
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Electrical Work by Ledbetter Electric Co., St. Louis, Mo. 


Modern Buildings 
Use Appleton Unilets and Fittings 


N the construction of the great St. Louis Arena, Appleton 
Unilets and Fittings were used throughout. As in many 
other prominent buildings, the contractors and architects 
realized the economy of installing Appleton products—both 
in initial cost as well as maintenance cost. 


f 
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The new general catalog on Appleton Unilets (Threaded and 
No-Thread) as well as the entire Appleton line, is yours for 
the asking. Write for it today. 





SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S.A. 


New York—150 Varick St. San Francisco—655 Minna St. 
Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 


APPLETON ____. 


Threaded Malleable fo 


Please send us a copy of New Revised Catalog on Unilets and 


U N | LE E T & Conduit Fittings, together with prices. 


Reg. U. S. Pat. Of. 


Standard for Better Wiring 


The products of this company are entered in the prize contest for this month. 














prize will be awarded the salesman selling the greatest quantity during the month. 
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ATLANTIC ELECTRIC COMPANY, INC. 


C. M. Rockhill, Sec. 


HE Atlantic Electric Co., Inc., Nor- 

folk, Va., was organized and began 

business on November 1, 1906. It 
represented a consolidation of two con- 
tracting concerns, the Chesapeake Con- 
struction Co., organized and operated by 
M. G. Goldback and his brother, J. S. 
Goldback, both of whom are still connected 
with the organization, and the firm of Hitt 
& Brown, the object of the organization 
being to conduct a contracting business. 
In 1907 the corporation purchased a por- 
tion of the stock of merchandise of the 
Seaboard Electric Co., wholesalers, then 
operating in Norfolk, in order to obtain 
possession of the lease held by that com- 
pany on a three-story building on Com- 
merce St., moving to that location in 1907. 
The amount of stock purchased was in 
excess of that required for the construc- 
tion business in consequence of which a 
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M. G. Goldback, Pres. and Treas. 


J. S. Goldback, Vice-Pres. and Sales Manager 


man was put on the road to dispose of 
some of it at wholesale and gradually the 
concern entered the wholesale as well as 
the construction business. 


In 1913 the company moved to a loca- 
tion on the main retail street, selling at 
both wholesale and retail. The retail end 
was entirely discontinued in 1918, since 
which time the company has sold at whole- 
sale only. 

On January 1, 1921, the company moved 
to the building which it now occupies at 
256 to 262 Bank St. 

It is now traveling four salesmen cover- 
ing the eastern and southern portion of 
Virginia and central and northeastern sec- 
tion of North Carolina. It is handling a 
full line of wiring devices and supplies, 
lighting fixtures, and since July of last 
year, radio. 
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WIRES and CABLES 


for every 
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Anaconda safeguards 
quality from mine to 
consumer WF gprs a 
nation-wide service, 
prompt, dependable and 


complete. 
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ANACONDA WIRE & CABLE COMPANY 


N 


General Offices: 25 Broadway, New York City 
Chicago Office: 111 West Washington Street 
Sales Offices in Principal Cities 
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The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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WHOLESALERS 
Hold Constructive 


MEETING 


HOSE wholesalers 
who felt it impos- 
sible to attend the 


annual 
convention of the N. E. 
W. A. blocked their own 
opportunity to keep in 
step with the develop- 
ments in ‘the industry, 
for reports were pre- 
sented which proved of 
extreme interest and 
value. 

The spot-light of the convention was focused on three 
outstanding activities, the first one of which was the 
resolution passed by the executive committee, arranging 
for formal meetings between manufacturers and their 
own wholesalers at the conventions. This resolution 
met with remarkable enthusiasm both on the part of the 
members of the Association and the manufacturers who 
were present at Hot Springs. Undoubtedly it will stimu- 
late, to a great degree, the interest of the jobbers and 
the manufacturers in the N. E. W. A. meetings. 

The second subject of unusual interest was the com- 
pleted “Distribution Survey for a Wholesale Electrical 
Establishment” as presented by Wroe Alderson, busi- 
ness specialist of the Department of Commerce. 

The house studied is located in North Carolina and 
has an annual sales volume of less than a half million 
dollars. It is really a branch of a larger company 
located in another city. Its trade territory extends to a 
slight extent into Virginia, South Carolina and Georgia, 
but its principal volume is obtained within the state of 


Government Study of Electrical 

Wholesale House Features N. 

E. We A. Convention. 

Divisions Present Splendid Re- 
ports on Activities 


North Carolina. The 
analysis presented was 
based on sales and cost 
figures for 1927, 1928 
Various and 1929, with t he 
earliest year analyzed in 
greatest detail. 

The three-year period 
from 1927 to 1929 has 
marked an emergency of 
increasing seriousness 
for the house studied. 
Net losses have been 
greater each year as a result of a combination of factors. 
While space does not permit the printing of the report 
in its entirety, a few of the major comments follow: 

1. Only radio showed a net increase in total sales for 
the three-year period. 

2. Gross margin dropped off 112% between 1927 and 
1928, and again dropped off 2'’2% between 1928 and 
1929. This decline was not due to a change in character 
of the merchandise sold, but represents a real decline in 
the price to the wholesaler. 

3. Operating costs mounted steadily over the three- 
year period, the cost in 1929, including interest and in- 
vestment, being 28%, which also includes a percentage 
of bad debts to sales of 12.7%. 

4. The net profit, including interest with costs, for 
1927 was —.223% ; for 1928 it was —3.783%, and for 
1929 it was —15.488%. 

5. Nearly 48% of sales were derived from the 
county in which the house was located. And there were 
only 10 other counties of a total of 39 in North Carolina 
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Sales and Inventory for Commodity Divisions 


(As reported in Government survey) 


% Sales 
to Total 


% Inventory 


Department— to Total 


sented 11 steps of a better selling 
program, the second gave ten 
benefits to be derived from ade- 
quate lighting, while the third 


Turn- ; . : 
ny covered eight points on buying 


over 


Average Size 
Sales Item 








24.46 
23.33 
10.03 
9.48 
7.86 
5.03 
3.68 
2.89 
2.71 
2.62 
2.15 
2.10 


Conduits and Fittings 

Wire and Cable 

Radio Accessories 

Safety Switches 

Wiring Devices 

Lamps 

Lighting Equipment 

Domestic Electric Appliances. . 
Switchboards, Meters, etc 
Fuses and Accessories 
Electric Fans and Accessories 
Tools and Supplies 

Pole Line Hardware 1.48 
Miscellaneous 1.44 
Telephones and Signal F 74 
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and patronage motives which de- 
termine the source to be chosen 
by the buyer. 

The latter (market study) was 

5.24 prepared under the direction of 
10.65 J. C. Schmidtbauer, chairman, 
21.58 and covered a complete study of 
13.83 the sales opportunities for indus- 
21.07 trial lighting equipment. It sup- 

5.18 plies the answers to two funda- 
32.51 mental questions : 

3.30 1. Who are the buyers and 
14.66 prospective buyers for industrial 
lighting equipment in the whole- 
saler’s territory? How many are 


3.89 
10.99 
3.64 
6.56 
3.50 
27.84* 
7.55 
2.10 
4.02 
2.57 
9.31* 
3.71 
1.31 


$ 6.73 
22.18 
24.37 
16.53 


58 7.12 
3.88 


4.03 








100.00 


*Largely consignment goods. 


4.54 10.16 these? Where are they located? 
Or, in other words, what are all 
the possible markets for the vari- 


ous types of industrial lighting 





from which 1% or more sales volume was derived. 

6. Contractor-dealers accounted for 37144% of the 
sales volume. 

7. The percentage of gross margin to total gross mar- 
gin led in the contractor-dealer group with 38.02%. 

8. Charge sales predominated throughout the entire 
list of customers. 

9. Delinquencies were heavy in the contractor group 
over the three-year period; and the percentage of bad 
debts for all groups was considerably higher than 
normal. 

10. Conduit and fittings and wire and 
cable each made up for nearly one-quar- 
ter of the total sales volume. Radio was 
third with 10%. 

11. The turnover for the business as 
a whole was approximately 412%. 

While these brief comments give only 
the highlights of the report, they should 
prove illuminating to jobbers interested 
in studying their own business in detail. 
The conclusion of the report was that the 
contractor and contractor-dealer should 
be developed, as they have the most sub- 
stantial possibilities. 

There being no such thing as a typical 
electrical wholesale house, the figures 
presented cannot be considered as being 
tvpical. However, the report serves its 
chief purpose, which is to show how a 
jobber can best analyze his own business. 

The third major subject was the re- 
port of the better selling and market 
study sections of the lamp and lighting 
They both covered the subject 
of industrial lighting equipment. The 
former was prepared under the direction 
of E. A. Hawkins, chairman, and was 
given in three sections. The first pre- 


division. 
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Bonnell W. Clark 
New Chairman, N. E. W.A. 


equipment ? 

2. What are the needs and 
wants of the customers and prospective customers for 
industrial lighting equipment ? 

It is interesting to note that the committee takes cog- 
nizance of the fact that there is a tendency among con- 
tractors towards specialization, and suggests coopera- 
tion with such specialists. 

J. G. Johannesen, acting general chairman of the mer- 
chandising division, stated that the potential business is 
such that the wholesaler can afford to give considerable. 
thought to it. In those localities where central stations 
are curtailing their merchandising activities, dealers are 
particularly active, espe- 
cially the hardware stores. 
Mr. Johanesen stressed 
the necessity for proper 
window displays with 
the recommendation that 
dealers be advised to 
change such displavs 
every 10 days. A check 
on the value of proper 
window trims _ indicated 
that they result in an in- 
crease of 25% in sales. 
The report also recom- 
mended that dealers 
should tie in their efforts 
with the N. E. L. A. 
monthly campaigns. 

The report of the radio 
division brought out the 
fact that while there will 
be three types of “bat- 
tery” tubes on the market 
this fall, there has been no 
set designed as yet to 
keep step with the de- 
signers of tubes. It was 
recommended to the 
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manufacturers that greater care be exercised in inspec- 
tion and packing of radio products. Private brand sets, 
according to the committee, are selling in good fashion, 
as well as phonograph combinations. 

The committee also felt that it was not the function 
of the electrical wholesaler to endorse or accept dealer 
paper. 

E. M. Keatley, chairman of the trade practice confer- 
ence committee, requested that 
its report be held pending until 
the November convention. Mr. 
Keatley, representing the com- 
mittee on ethics and desirability 
of central stations merchandis- 
ing, stated that one of the chief 
sources of difficulty was the 
practice of central stations grant- 
ing exceptional discounts and 
credits, which forces the dealer 
and contractor-dealer to handle 
lower grade appliances. The 
committee also pointed out that 
the manufacturer cannot com- 
pete with himself as a_ whole- 
saler in this age of specialization. 

In general, however, it was the 
consensus of the committee that 
if the central station eliminates 
unfair methods of competition 
and introduces fair trade prac- 
tices, it would be in favor of cen- 
tral station merchandising. 

C. P. Peck, general chairman, power apparatus and 
associated lines division, stressed the opportunities for 
motor and industrial central sales to the industrial 
plants. The committee felt, too, that there was still a 
fair market for transformer and meter sales, but that it 
was declining. Ventilating equipment, it was believed, 
offered a practical, growing opportunity for wholesalers. 
C. J. Litscher, general chairman of the outside con- 





E. J. Coyle 
New Vice-Chairman, N. E.W. A. 


selling section, which maintained that increased economy 
rather than increased volume was necessary in this 
group if a better precentage of profit were to be realized. 

On Wednesday evening the convention was enter- 
tained with an address, “The Psychology of Success,” 
by Dr. John L. Davis. While Dr. Davis did not exactly 
hold to his subject, his witty comments and sage re- 
marks put the gathering in excellent humor. 

He was followed by S. M. Kintner, as- 
sistant vice-president of the Westing- 
house Electric & Mfg. Co., who gave a 
demonstration on “By-products of 
Radio.” Mr. Kintner did about every- 
thing but produce a rabbit from a hat. 
The lighting of an airport by means of 
sound, throwing switches with light 
waves, carrying music around the room 
on a beam of light were among the 
startling demonstrations which he intro- 
duced. 

B. W. Clark, general manager of the 
Westinghouse Electrical Supply Co., was 
elected chairman of the N. E. W. A. for 
the next term, and E. J. Coyle, president 
of the Colonial Electric Co., Philadelphia, 
was elected vice-chairman. 

The “Free Lance” group held its meet- 
ing on Thursday evening. H. J. Baitin- 
ger, president of the Baitinger Electric 
Co., New York, was elected chairman, and 
Thomas Christianson, of the East Coast 
Electrical Supply Co., New York, was 
clected secretary. The group was of the opinion that 
arrangements for meetings earlier in the convention 
week would enable it to accomplish more than it has in 
the past. 

The “Curtis Cup,” for those electrical wholesalers 
who indulge in golf between meetings, was won by 
E. A. Hawkins, of the Graybar Electric Co., New York. 
J. J. Perry, General Electric Supply Corp., Atlanta, was 























struction materials division, made a brief report which the runner up, while Frank (Turn to Page 73) 

confined itself to a recommenda- 

tion to the jobber that he give 
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President R. M. A. 


those who attended the R. M. A. Trade Show and 
| Convention were slightly disappointed in some fac- 
tors of the meeting, there was one outstanding 
thought which they derived from the trip, and that is 
the prodigal son has returned after a season of ““whoop- 
ing’ it up on the primrose path of stocks and booming 
business, followed by a severe “hangover,” and he is 
now back in the fold with an excellent lesson under his 
hat. Probably, like all youth, he had to have his fling, 
but that has practically ceased to be an excuse for the 
rather choatic condition in which the industry has found 
itself. And, certainly, by this time inexperience can no 
longer be offered as an excuse if the industry gets into 
trouble again. 
However, all indications point to the fact that the 
vicious dumping is over with, that the evils of over- 
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Sound business procedure and 
proper merchandising are fol- 
lowing in the wake of over- 
production and vicious dump- 
ing. The radio industry has 
staged a comeback 


production are realized, and that the industry once more 
has its feet on the ground where, it is hoped, they will 
be kept. 

While the exposition did not bring forth one single 
revolutionary development, nevertheless the number of 
new inventions designed to improve radio receivers and, 
consequently, improve radio reception, which were 
shown, proved that radio laboratories have not been 
asleep during the past year. 

Next season’s radio sets will incorporate a large num- 
ber of innovations and scientific achievements which 
will make them infinitely more desirable than any series 
of radio sets that have been developed up-to-date. 

At the same time there was not a radio manufacturer 
showing at Atlantic City who was not very evidently 
striving to put out an increasingly higher quality prod- 
uct. All were attempting to build quality into their sets. 
This is an exceedingly healthy sign. So long as radio 
manufacturers continue in that frame of mind and at 
the same time strive to market sets in the lower price 
ranges, the public can be assured of getting the most 
value for the money ex- 
pended on radio. 

Perhaps the most 
striking improvement in 
radio sets was in the 
design of the cabinets. 
The innovations and im- 
provements in the ap- 
pearance of receivers 
were startling. The “fur- 
niture era” in radio re- 
ceived a healthy impetus 
at this show. A walk up 
and down the aisles re- 
vealed beauty in cabinets 
that was unthought of a 
year ago. 

The radio industry has 
apparently taken a leaf 
from the automobile 
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ISon Has Returned” 


what sells the car.” Cer- 
tainly appearance, if 
nothing else, will sell 
1930 radio sets. Attrac- 
tive designs and beauti- 
ful contrasting woods 
combined to make radio 
ensembles that were gen- 
erally far superior to 
cabinets of past years. 

New tubes were also 
in evidence, although 
here again nothing 
revolutionary was an- 
nounced. Sets using 
screen grid tubes pre- 
dominated, but there was 
a plentiful supply of sets 
using the ’27 type by 
manufacturers who be- 
lieve some of the public 
still prefer the older 
tube. Sets using the much-discussed pentode tubes were 
conspicuous by their absence, thus bearing out previous 
predictions that this new tube is not yet fully developed. 

A new development which was widely shown for the 
first time was a compact radio receiver for use in auto- 
mobiles. No small number of manufacturers were 
showing this model, both for insertion by the automobile 
producer before the car leaves the factory and models 
for installation by local dealers in cars already in use. 
This automobile radio development is expected to assume 
large proportions during the coming year if rumors rife 
at the Trade Show materialize. 

Tone quality, of course, was noticeably improved. No 





B. G. Erskine 
Second Vice-Pres. R. M. A. 
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longer were the _ bass 
notes accentuated at the 
expense ‘of the higher 
frequencies. Purer tones 
and more natural repro- 
duction was the result. 
This has been possible 
by constant improve- 
ments in the audio cir- 
cuit and amplifiers. 


The _ so-caled “tone 
control” was another 
new idea apparent on 


many models. It is a 
small switch on the panel 
of the set, which, set at 
one position, accentuates 
the bass notes for those 
who like deep rolling 
tones, and which, set at 
another position, accen- 
tuates the higher fre- 
quencies for those who prefer a lighter pitch. 

Another improvement almost imperceptible to the 
average owner, but at once apparent to those who have 
a technical knowledge of radio, was the practically uni- 
form amplification at both ends of the dial. This is best 
explained by recalling that, previously, stations were 
bunched at ‘the lower end of the dial and sparse at the 
upper end. New types of condensers have straightened 
out this uneven spacing, and the new 1930 sets may now 
be said to have uniform amplification, uniform selectiv- 
ity and uniform tone quality over the entire face of 
the dial. 

Practically every one of the new (7urn to Page 66) 
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Just one of the many groups which arrived for the show 
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Independent|' 
..... Whither aredt 


next year—my future as 
an independent business 
man? That is the question asked 
by almost every independent 
wholesaler of electrical supplies. 

Some of them have begun to wonder about it rather 
recently, while with others it has been the paramount 
issue for many years—always on their minds—a deaden- 
ing inertia-producing narcotic to some—a _ nerve-build- 
ing, fight-forcing stimulant to others. 

The answer to the question could be provided with 
dramatic forcefulness, cruelly truthful, absolutely con- 
clusive and final, if we would simply review the history 
of electrical wholesaling of the last quarter of a century 
and analyze its outstanding successes and dismal fail- 
ures. But to do so would be neither wise nor in good 





taste. 

We all know that the question is an old one and was 
born with the first announcement that the General 
Electric Co. had acquired its first interest in an electrical 
jobbing house, which is something that happened many 
years ago. 

I recall distinctly how in 1915 a well-known New 
York state ‘jobber’ discussed with me at length the 
dangers with which, so he thought, all independents were 
then threatened. He just knew that we were all going 
to be put out of business, and he felt most earnestly that 
“Something ought to be done about it.” Nothing has 
been done about it, but his business is still in existence. 

Another charter member of the old “E. S. J. A.” 
with headquarters in Boston generally tried to get me 
into a corner at least once during each convention, and 
for no other purpose than to recite the latest instances 
oi domination and oppression that he felt would inevit- 
ably lead to the wrecking of every independent whole- 
saler. He, too, is still in business. 

On the other hand, during the past 10 years there 
have been quite a number of failures that were in the 
final analysis due to nothing more or less than a self- 
created and self-maintained fear that the big interests 
with their steadily growing groups or chains of ware- 
houses would put everybody else out of business. 

The underlying causes of such failures are really 
seldom understood. Sometimes competition from chain 
wholesalers is mentioned as having been responsible for 
the downfall. But, that strictly psychological reasons 
could actually cause business failures is rarely ever 
taken into consideration. 

The trouble with many of the independent electrical 
wholesalers is that they grow panicky too quickly. They 
are mystified by some of the things that chain houses do, 
and are inclined to credit them with almost supernatural 
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Competition from chain systems 
of distribution are not such a 
serious menace to the independ- 
ent wholesaler or retailer. Their 
profits are declining and have 
been for a number of years 


By O. Frep Rost 


| Average Sales 
per store 


Average profit 
per store 


r 


| Percentage 
of profit en 
sales | 


This chart visualizes the records of one of the country’s 
largest chain systems. 
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1Wholesalers— 


they 





O. Fred Rost. 


powers. It does not occur to them that as far as the 
operating mechanics of a business are concerned, the 
chains do little that the independent is not free to do 
also. 

True, chain-wholesalers buy in larger quantities, 
carry bigger stocks, discount all their bills, and as a 
result sell some things at lower prices. Admitting that 
those are important and distinct advantages, yet they 
are to a considerable extent offset by the disadvantages 
that come with a large, unwieldy organization, more 
complicated and costly systems and particularly by the 
problem of finding suitable personnel at the price that 
chains are willing to pay. 

Just how important this personnel question really is 
can readily be proven by the experience of one of our 
largest mail order houses. This concern announced 
about two years ago that it would open 1,500 retail 
stores within a year. Up to the end of 1929 only 532 
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bound ? 


units had been opened. There 
was no question as to funds 
available for the proposed chain 
of 1,500 stores. Locations in the 
various cities also could readily 
be secured. 
Still, when about a month or so ago I discussed the 
general future of chain stores with the vice-president in 
charge of that operation, he stated that they had stopped 
further expansion and that their chief reason was their 
inability to find suitable personnel. 

Incidentally, that company’s profits decreased 26% in 
1929 even though their sales volume was 25% higher, 
and we can draw our own conclusion as to the extent 
to which the increase in numbers and performance of 
their retail stores affected their earnings. 

Now of course these figures provide no direct answer 
to questions with which the electrical wholesaler of 
1930 is confronted. However, they are of tremendous 
importance for this reason. 

In the wholesale distribution system of the electrical 
industry there exist today no chain systems of any 
importance that publish annual statemenfs and figures 
that could form the basis for comparison or from which 
conclusions could be drawn. The two largest chains are 
owned and controlled by important manufacturers who 
do not publish the performance of their wholesale chains 
separately but incorporate them in the general statement 
of the parent company. The third national chain has 
operated as a separate entity too brief a span of years 
to have its figures provide any considerable indication 
of trends. 

Consequently if we wish to appraise the present out- 
look for the independent electrical wholesaler with any 
degree of accuracy, we must get the facts and figures of 
chain systems in other industries and from them draw 
such deductions as may reasonably prove applicable to 
the electrical industry. 

Because of the fact that the general trend in every 
branch of merchandise distribution has been more or 
less identical during the last few years, and due to the 
limitations of space, I shall not endeavor to present an 
analysis of performance of all the different groups or 
industries in which chain distribution has become a 
factor. 

Instead I want to present some facts which support 
the contentions that the future of the independent elec- 
rical wholesaler can be expected to parallel closely the 
course of events that is today more or less history in the 
field of grocery wholesaling. 

When we eliminate from our thinking the names of 
the products with which the different classes of whole- 
sales are concerned, we find that (Turn to Page 68) 
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EALTH apparatus form a class of ( | | 
major appliances with which the 


electrical jobber can do a real selling 
job. They carry a good profit, sales are clean 


with no service strings, and in them there is 
a wide interest with a certain ready demand 
developed by the extensive national advertis- 





ing done by the manufacturers. Our interest 
and activity with these devices has been con- 
tinually increasing, until now we place more 
effort on these devices than any other major 
appliance. As the result of our efforts, we are 
getting a splendid response from our dealers. B H F V F 

It has been said that the dealer would not y ARRY 7 ORD 
do a selling job on these appliances. To the 
contrary we find that our dealers are doing a 


Manager, Mountain Electric Supplies Co., 
Pittsfield, Mass. 


real good selling job with one proviso— 
they must first be thoroughly sold them- 
selves. Consequently in locating a new 
dealer our major effort at first is directed 
towards selling that dealer himself on the 
features and value of the apparatus. 
After this is done he is then shown how 
to sell it and, if necessary, helped in 
making a few actual sales. 

As a result of our efforts in this direc- 
tion all of our dealers are enthusiastic 
boosters of health apparatus, and every 
one of them has brought in repeat busi- 
ness. And why should they not? They 
make a nice profit and are backed with 
sales co-operation and advertising to a 
greater extent than on nearly any other 
appliance. In this connection, we advise 
our dealers to advertise in local newspa- 
pers, thus tying in with the national pro- 
gram. 

We do not stick entirely to the elec- 
trical industry in appointing dealers to 
sell health apparatus. We, consequently, 
occasionally run into objection to the mar- 
gin of profit allowed. This, however, is 
easily overcome when we point out the 
volume of sales possible. One furniture 
dealer objected to the margin of profit as 
compared to that allowed on furniture. 
We showed him how he could sell several 
sun lamps a week, where he could not sell 

- | a parlor suite every few days. This dealer 
, became convinced of the possibilities and 


The best way to sell the dealer on the merits of health apparatus placed an order. Within six weeks he 
is to sell him some of this equipment for his personal use at 4 ge a 
followed his original order with a num- 


his home. 
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Health appliances represent 
major merchandise and can 
be handled in quantity by the 
wholesaler. Backed by national 
advertising they can be readily 
sold and bring a constant repeat 
business. They can be mar- 
keted in small towns as well 
as large cities 


ber of repeat orders of a most substantial size. 

The best way to sell a dealer on the merits of health 
apparatus is to sell him some of this equipment for his 
personal use, and thus let him sell himself on their 
value. We persuaded one dealer that he could benefit 
his health by using a sun lamp. He tried it out and 
is now taking treatments every day. His employees 
are now also taking their turn under the beneficial rays 
and the soda jerker in the drug store next door is 
sporting a beautiful tan. Needless to say, he is doing 
a good sun lamp business. 

Another one of our dealers has been in an auto acci- 
dent and was laid up for several weeks. We sold him 
a lamp for his personal use and 
he soon became an enthusiastic 
booster. Now he is back on the 
job and has sold a number of 
these units. 

We emphasize the importance 
of our dealers introducing these 
health devices in the various local 
clubs, gymnasiums, and so forth. 
Here the members see these de- 
vices and probably use them at 
first because of their novelty. Ina 
short time these members are look- 
ing around to see where they can 
get one for their own personal use. 
One of our dealers through this 
source sold six exercisers last fall, 
and in the last three months has 
sold more than 15 sun lamps. 
Another dealer has done a good 
selling job through giving a spe- 
cial demonstration to doctors, that 
they might investigate at first 
hand the value of the health ap- 
paratus. As a result, these doctors have made a num- 
ber of recommendations resulting in sales. We have 
noted, particularly, that national advertising is creating 
interest in these devices. Just the other day one large 
hardware dealer came in and ordered one for his own 
use. He will undoubtedly put them in his store. We 
could give any number of such instances. 

In small towns we restrict our business in health 
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Harry V. Ford 


























We show the dealer how to sell 
health apparatus by actually 
demonstrating to him as_ he 
should demonstrate to a pros- 
pect. If necessary we help him 
make a few actual sales and act 
as advisor on his selling plans. 


apparatus to one dealer, provided 
he is doing a good job. We back 
him up with sales co-operation 
and prompt delivery—usually of 
the same day variety. 

Wherever possible we concen- 
trate our selling efforts on sun 
lamps to our lamp dealers, be- 
cause these dealers can be inter- 
ested not only in the sale of the 
unit itself, but in repeat lamp 
sales. 

We follow a strictly wholesale 
policy on selling health apparatus, 
and have in no way found it ad- 
visable to enter the retail field. We have found a num- 
ber of different types of outlets, all of which have done 
a good selling job. These include electrical contractors 
and dealers, central stations, sporting goods stores, hard- 
ware stores and furniture houses. 

We feel that this field is unlimited in possibilities. 
Two of our men sold 24 health machines in one 
one day. As previously mentioned, (Turn to Page 66) 
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S this is being written, a 
total count of the number 
of contestants in the “Sixth 


Annual Summer Sales Contest” 
of THe JoBBer’s SALESMAN is 
215 jobbers and 1335 salesmen, 
with additional entries being re- 
ceived every day. Jobbers’ sales- 
men from all over the country 
are competing this year as in the 
past for the prizes offered, and 
the enthusiasm this year as evi- 
denced by the heavy number of 
entries indicates that the contest 
stands an excellent chance of 
producing the $1,000,000 worth 
f business which was set as the 
goal during July and August of 
this year. 

That business in general could 
be better, cannot be denied. It is, 
therefore, evidence of the value 
the jobbers have found in this 
contest that they enter so many 
of their salesmen in order to 
stimulate business during the summer months when it 
is difficult, even under normal conditions, to maintain a 
good sales curve. 

The number and variety of manufacturers in the con- 
test give to the jobbers’ salesmen an opportunity to sell 
a wide variety of products, and those who have their 
“favorite” merchandise always in mind will undoubtedly 
find it listed among the manufacturers entered. 

While complete instructions are to be found on page 
36, it might be well to caution all salesmen entered in the 
contest that returns are to be made on the report blanks 
furnished for that purpose. These report blanks should 
be in the hands of all salesmen right now, and those not 
receiving them should notify the editor of THE JOBBERs’ 
SALESMAN immediately. 

There are two points which must be emphasized. The 
first one is that the salesman should not eliminate his 
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Over 1300 salesman 
are “‘off’’ on a 60 day 
sales drive. 


Annual Sales Contest 
of THE JOBBER’S 
SALESMAN 1s ex- 
pected to produce 
$1,000,000 worth of 
business 





YRE OFF” 


report on any part of it, because 
he feels he has no chance for a 
prize. Jot down the sales on 
every line which you handle and 
which is represented in the con- 
test. Undoubtedly in the past the 
award in one or two cases has 
been made on total sales which 
were less than some other sales- 
man sold, but who did not report 
thinking his sales were too low. 
In making complete reports, you 
also enable us to secure a true 
picture of the total sales made 
by all salesmen during the life of 
the contest. 

The other point to be empha- 
sized is that all reports must be 
countersigned by the sales man- 
ager. Just as soon as you fill out 
your card, mail it to your sales 
manager for his signature, and 
he then will return it to us. 

During the time in which the 
contest has been running, it has 
accumulated a total of approximately $3,350,000 worth 
of business. In 1925, when the initial campaign was 
launched, the sales reported were $300,000. The curve, 
however, after that year took a sudden leap upwards 
and has been flirting with the million dollar mark since 
1927, 

Every salesman in the contest should feel a personal 
responsibility in its success, for it represents the effort 
of a fair proportion of the salesmen in the industry to 
unite and consolidate their efforts in order to lift the 
sagging curve always evident during the hot summer 
months. 

As they say in the language of the race track “They’re 
off’—over 1300 salesmen on a 60 day drive on sales. 
And this is one race where all are assured that when 
the winners are announced, the best men will be found 
to have won. 


The Sixth 
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blunt inquiry, 


can be done?’ ”’ 


Says Bruce Barton 


EARS ago it became necessary to discharge a man 

from a certain company with which I happened 

to be associated. His shortcomings did not reflect 
upon his character or ability; he was just tempera- 
mentally out of place. 

Everybody liked him. Nobody wanted to hurt his 
feelings. Hence many conferences were held. 

It was suggested that we might get some other com- 
pany to offer him a position. Or he might be given a 
year’s leave of absence, in the hope that he would not 
come back. Or we might persuade some one to speak 
to some one else who could suggest to him in a round- 
about way that he ought to resign. 

Meanwhile, time drifted on. 

Finally it occurred to us that in scheming around to 
find a way to be kind to this man we were actually being 
very cruel. We were allowing him to waste precious 
days in a position where he could have no future. 
Whereupon we sent for him, drew a long breath, and 
spoke as follows: 

“Joe, it is necessary to tell you that you are through. 

Now that’s over, and we don’t need to talk 
about it any more. Let us, therefore, sit down to a 
serious discussion about your future plans, because 
every man in the company wants to see you happy and 
successful.” 


We helped him find the proper environment; he is 


LDIRECTNESS 


** Millions of dollars would 
be saved if every business 
conference opened with the 
‘What ts 
the simplest and most direct 
way by which this thing 


Harris & Ewing 





today prosperous and contented, and I believe that he 
counts us all as among his very good friends. 

The incident was recalled the other day by a con- 
ference in aid of an important charity. The question 
was how to-obtain a large donation from a certain rich 


man. All the usual expedients were suggested. We 
might “approach” him through his bankers. Perhaps 


some one could induce some one to speak to his wife. 
It might be possible to have a good friend of his in Los 
Angeles put us in touch with a friend of his in Chicago. 

I‘inally a large and restless member of the committee 


rose. ‘““This makes me tired,” he exclaimed. ‘‘] know 
this fellow. He gets to his office every morning at 


I'll go in tomorrow morning and tell him 


And I think 


eight o’clock. 
I have come to ask for a million dollars. 
he’ll like it.” 

Said Walt Whitman, speaking of Sheridan, “Genius 
is ninety per cent directness, and Phil Sheridan was a 
genius.” 

If one could gather up all the time that is wasted 
annually in scheming how to do the clever or polite 
thing, he would have hours enough to relieve all the 
farmers, kill each fruit fly individually, and dig the 
canal from the ocean to the lakes. 

Millions of dollars would be saved if every business 
conference opened with the blunt inquiry, “\What is the 
simplest and most direct way by which this thing can 
be done?” 


© McClure Newspaper Syndicate 
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This is number 122 in our 
series of sketches of prominent 
wholesalers 


You Should Know 


C. H. WILSON 


Manager, General Electric Supply 
Corp., Cleveland 


traded weapons, food, ornaments and animal pelts, 

actuated principally by sheer necessity, getting 
something they needed in return for something of which 
they had a surplus. Today this practice of barter and 
exchange has grown to a point where a vast majority 
of the earth’s population is directly or indirectly con- 
nected with the process of selling something for money. 

Among these millions are many who are born with 
the instinct for merchandising. They see far beyond 
the sordid dollars and cents, the difficulties and disap- 
pointments, and the many obstacles which clutter up 
the paths of progress. They enjoy the romance of a 
job well done and are ever reaching out for new and 
ingenious methods in both selling and organization 
matters. Although dreamers, 
they are intensely practical and 
never lose sight of the main 
issue—profit. Because they trans- 
act business so smoothly and 
diplomatically, the charge of 
being ‘‘too nice” is often lodged 
against them, but analysis will 
show their organizations are 
keyed up to the last pitch for 
getting business. 

To this type belongs C. H. 
Wilson. A born salesman, his 
own activities in that line are 
always in the background; his 
most valuable asset is the ability 
to imbue his associates with an 
enthusiasm that does not flicker 
or die away. The result is team- 
work of the highest order and 
his greatest thrill is to build up 
business on good will and service, 
through his organization. He is 
especially good at seeking out the 
bad spots and nursing them back 
to normal, at the same time urg- 
ing close attention to valuable 
accounts, so that no carelessness 


| THE early days of the world, primitive men 


““Chief”’ 








16 


They Call Him 
“Chief” 


Just who it was that gave 
to C. H. Wilson the name 
of ‘‘Chief”’ is not known, but 
this colorful sobriquet gives 
an accurate description of 
hisstyleofleadership. A born 
salesman, he has been able to 
instill into his associates that 
same quality of effort which 
has insured his own success. 


Wilson is a self- 
made man, and a study of 
the steps in his progress, 
clearly indicate that such 
success was inevitable. 


may creep in to cause loss and unnecessary expense. 

Mr. Wilson was born September 19, 1887, in Brook- 
lyn, N. Y. He spent his boyhood and school days 
there, in fact, did not leave his native city until he was 
26 years old. He remembers that he always loved the 
idea of merchandising, always intended to seek work 
in that line, and his very first job was the result of 
this ambition. Having finished grammar school, he con- 
sidered his desires and his circumstances, and decided 
he would gain time and get ahead more quickly by 
combining work and study. He was only 16 then and 
this policy of standing on his own feet called for a lot 
of surplus energy, which was bound to affect his health 
somewhat. However, he felt it worth while and 
undoubtedly the plan shortened his apprenticeship by 
several years. 

This first job was with Marshall Field and Co., New 
York City, and though it was a small start, at $2.50 
per week, he could not have picked a better spot to soak 
up some of the first principles of merchandising. At 
the same time, he enrolled in the Boys’ High School, 
from which he grad- 
uated in three years. 
In the meantime, he 
had changed his work, 
going to Wells, Fargo 
and Co., in the audit- 
ing department, at a 
much higher salary. 
While this detour 
from selling took him 
off the straight and 
narrow path he had 
laid out, it was more 
fortunate than other- 
wise, as it gave him 
a background of 
financial experience 
early in the game, 
which was to tie in 
splendidly later when 
he sought an executive 
position. 

He remained with 
the express people for 
five years, during 
which time he had 
pursued a four year 
(Turn to Page 34) 
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C. H. Wilson 


Manager, General Electric Supply Corp., Cleveland 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


ECHOES of N. E.W.A. HOT SPRINGS CONVENTION 


—__ ee ah - 
Mr. and Mrs. S. S. Front, The ’ ; Mr. and Mrs. George Knott, 
Front Co., Wheeling, W. Va. representing the McGill Mfg. Co., 
New York. 


The Curtis “Wholesalers’ ” Cup. 


Pr. D, Bruges, 
Iig, New York; 
Riley DeLano, 
Westinghouse 
Supply, St. Louis; 
Frank Lowden 
and Bob Koehr, 
Burgess, Chicago. 


M. J. McDonald, 
Thomas & Betts, 
New York; F. E. 
Kilander, South 
Bend Electric Co., 
South Bend, Ind.; 
W. T, Watker, 
Detroit, and Al 
Shuler, Square D. 


If you look closely you will find several jobbers and manufacturers taking life easy 
here after a strenuous golf game. 
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The Speed 


you want... 


The Accuracy 


you must have 
i 





ERE’S a typical situation—A salesman receives 

an important order on the condition that it be 

delivered in record time. Red tape must be slashed 

. routine abolished . . . the whole organization 

speeded. Communication between salesman, dis- 

tributor, office and factory must be rapid .. . accurate 
. . in printed form for future reference. 


Orders, quotations, reports, inquiries . . . daily 
increasing thousands of business communications 
flash across the vast network of Postal Telegraph 
wires. Executives appreciate the speed and accuracy 
—the alert messengers, highly trained operators, 
second-splitting equipment, and the sense of respon- 
sibility that Postal Telegraph employees makeevident 
in every transaction. 


The only American telegraph company 
offering a world-wide service of 


coordinated record communications 


Postal Telegraph, through affiliation in the Inter- 
national System, goes to Europe, Asia, the Orient 
over Commercial Cables; to the West Indies, Central 
and South America over All America Cables; to 
ships at sea via Mackay Radio. 


Over these Postal Telegraph 

wires flash messages to 7 

70,000 points in the United 

States...8,000 in Canada \& fe OS re | ¢g egra 
---to the trade centers of 4 y 


the world. 


COMMERCIAL ALL AMERICA MACKAY 
CABLES CABLES RADIO 
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The Sterling 
Stipple Makes 
the Difference 














No flutings or corrugations. The 
Sterling Stipple eliminates shad- 
ows. 


The Sterling Stipple is smooth 
inside. Easy to clean and keep 
clean. 


Reflector designs and velvet-like 
finish are strikingly attractive 
and harmonious. 


Sterling Adjustable 
r = Reflector Holder 


iA 
UHI 


Baked Indian | 






























Brown 



























' prrere 
| Protective | 
Copper Plate 
\ 
PEedeeeeeeaeed 
Triple Plate of 





Sterling Silver 
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tling Stipple—an exclusive process of construction found 
only in Sterling Reflectors—has provided a plus efficiency in show 
window reflectors that starts where most lighting equipment leaves off. 
Reflectors that are Stippled means show window lighting at its best. 


Exclusive Sterling Features 


Service.” Sterlings are made of 

the finest materials. 

Adjustable reflector holder to 
° accommodate lamps of various 

sizes is furnished with Sterling 

Reflectors. 


Modern, improved, individual 
© packing facilitates handling and 
lessens breakage. 


»pReflectors 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Blvd., Chicago, U.S.A. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 


i Guaranteed for “A Lifetime of 































Clear Crystal 
Glass 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


ECHOES of N. E.W.A. HOT SPRINGS CONVENTION 


F. S. Baldwin, Baldwin-Hall, R. S. Edwards, Edwards & Co., 
Syracuse; W. I. Bickford and New York; Fred Wright, Oliver 
W. H. Bechtold of Iron City Iron & Steel Co., Pittsburgh; 
Electric Co., Pittsburgh. — Walter Williamson, Westing- 
il house Electric Supply Corp., 

oe. ; New York. 


C.R. Corcoran, Russell & Stoll, “Pat” Gilham, Gilham Electric On right, J. A. Jaques, Tri- 
New York; Wm. Leibfried, a Co., Atlanta; C. E. Ludovici, angle Conduit Co., Brooklyn. 
contractor, New York. Westinghouse Supply, Detroit; The photographer “muffed” 
Walter Williamson, Westing- the other gentleman’s name. 

house Supply, New York. 


“Trixie” Tregenza, Jefferson, Chi- 

cago; Howard Ehrlich; “Bill” Cole- 

man, G. E., Chicago; Arthur Merrill, 
Appleton Electric Co., Chicago. 
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NEWS in VIEWS of the DAY 


Garden of Light in Cellar 


Below: The King and Queen recently 
visited a cellar at Cumberland Lodge. 
Windsor Great Park, where Viscount and 
Viscountess Fitzalan have a wonderful 
underground garden. By means of two 
ultra-violet ray lamps and a floor specially 
prepared with soil and fertilizers, flowers 
and fruit are grown to perfection in a re- 
markably short space of time. The cellar 
is kept at a moderate temperature and the 
flowers and fruit are seldom given more 
than eight hours a day of the ultra-violet 
rays. 

Photo shows Mr. Ferris, the head gar- 
dener, adjusing one of the lamps over a 
cluster of Auratum lilies. 


ss ort <% 
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Wide Uses of Light Shown 


\bove: A model city, an ideal apartment and modern lighting 
effects for factory, shop, office and home are being shown at the 
Chicago Lighting Institute, 20 North Wacker Drive Bldg., 
Chicago. The miniature skyscrapers of the model city are illumi- 
nated by latest methods. Advertising signs are shown in various 
types, including applique lighting, lamp letter lighting and neon 
tube lighting. Novel methods of interior decorating are displayed, 
one of which is painting a blank wall with any chosen design 
by means of rays of light. A miniature farm shows that electricity 
is a practical help. 


Night Baseball on 


Pacific Coast . 


The Sacramento baseball 
club of the Pacific Coast 
League inaugurated night ms ‘ GE 
baseball on June 10 at More- “on - = 
ing Field, Sacramento, Calif., wa 
when it played the first 
game of night baseball with 
the Oakland club. The light 
is supplied by 40 projectors, 
each carrying three lamps of 
180,000 watts. Fielders said 
they experienced no. diff- 
culty, as the two banks of 
advantageously located lights 
eliminated all shadows. 


Wide World Photos. 
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National 
Capital 
endorses — 


Youngstown- 
Buckeye 


ERMANENCE AND 

BEAUTY were the key- 
notes in the construction of 
these magnificent government 
buildings. Built to endure 
for many decades, the neces- 
sity for a wiring installation of 
lifetime permanence was rec- 
ognized, and assured by the 
specification of Youngstown- 
Buckeye Conduit. 


This governmental recogni- 
tion of conduit quality again 

confirms the judgement of 
architects, engineers, electrical 
contractors the country over. 
No wonder Youngstown- 
Buckeye Conduit is so easy 
to sell. 


THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


One of the oldest manufacturers of copper- -steel, under the 
well-known and established trade name “Copperoid”’ 


General Offices— Youngstown, Ohio 


DISTRICT SALES OFFICES 


ATLANTA—Healey Bldg. MEMPHIS—P. O. Box 462 
Hi her ge Federal St. MINNEAPOLIS—Andrus Bldg. 
BUFF NEW ORLEANS— 
wiki berry Bak Bldg. Hibernia Bldg. 
Conway Bldg. NEW YORK —30 Church St. 
CINCINNATI PHILADEL PHIA— 


Union Trust Bldg. Franklin Trust Bldg. 
CLEVELAND— PITTSBUR GH—Oliver Bldg. 
Terminal Tower Bldg. sass 5 toe te Cco— 
DALLAS— Magnolia Bldg. ew Montgomery St. 
DENVER— ATTEN Central Bldg. 
Continental Oil Bldg. sr LO 
DETROIT—Fisher Bldg. 525 RS Building 
KANSAS CITY, MO.— YOUNGSTOWN— 
Commerce Bldg. dsantanal Bldg. 


LONDON REPRESENTATIVE — The yognenows Steel 
Products Co.. Dashwood House, Old Broad S 
London, E. C. England 


Galvanized Sheets Protect 
Save With Steel 


WOURS 

















U. S. INTERNAL REVENUE BUILDING, Washington, D. C. 


Architects and Engineers—Supervising Architect of Treasury 


Electrical Contractors—H. P. FOLE 


¥ CO. 













WALTER REED HOSPITAL, Washington, D. C. 


Architects and Engineers—CONSTRUCTING 


Electrical Contractors—H. FOLEY CO.—VIRGI 


P. 


- M., U. S. ARMY 
IA ENGINEERING CO. 








BRITISH EMBASSY, Washington, D. C. 


Architects and Engineers—FREDERICK H. BROOKE 
Electrical Contractors—H. P. 


FOLEY Co. 

































MARINE BARRACKS, Quantico, Va. 


Architects and Engineers=-NAVY DEPT., Bureau of Yards and Docks 
Electrical Contractors—H. ’P. FOLEY Co. 


The raat: Buckeye Conduit used in these jobs was furnished 


by The Westinghouse Electric Supply Co. 


STOW. 
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Radio Men 
Enjoy Sea Air 


O FAR as this writer is concerned, the 1930 

R. M. A. Trade Show may be described as 

considerable of a “bust,” and the statement 

is made with full knowledge that a great many 

who attended the show are of exactly the same 
opinion. 

Those of us enjoying expense accounts are not 
particularly discouraged over the trip, but con- 
sider the plight of the dealer who spent money 
out of his own pocket to see what may be seen, 
and has now returned to his home town with the 
knowledge that the Boardwalk is indeed a most 
interesting stretch of wood pavement, that the 
weather was nice, and that manufacturers for 
some reason or other are not prepared to show 
their lines at the trade show. This is no indict- 
ment of manufacturers as a whole, for a good 
many had excellent display booths, some of which 
were handled by capable attendants ready and 
willing to answer questions. 

However, there is a growing suspicion that 
some manufacturers will not reveal their lines 
until they find out what the other fellow is doing, 
and the other fellow being in much the same 
frame of mind, a most unfortunate position is 
created for the dealer, who, after all, is the con- 
tact with the public, and as such should be 
equipped with more knowledge than was fur- 
nished him at the recent show. 

While on the subject it might be well to in- 
quire, under the circumstances, why a trade 
show? And if a trade show, why combine a con- 
vention with it? With the exception of the 
manufacturers’ meetings, which were well at- 
tended (there was a fine of $50 for non-attend- 
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ance), the balance of the meetings scheduled con- 
sisted mostly of the officers, the speakers and those 
few souls whose constant devotion to their indus- 
try always finds them present. 

It was virtually impossible to see those who 
should have been seen, one manufacturer stating 
that in the first three days he could not locate one 
of his distributors. Even seasoned reporters, who 
are seldom “stumped” in ferreting out the men 
they want to interview, had no little difficulty in 
catching up with the parade. 

The fault was not with the committee in 
charge, apparently they had done their part to 
make the occasion a success, but the place seemed 
too large, distances were too great, and manufac- 
turers’ co-operation too lacking to insure the com- 
plete success of the meeting. 

It is hoped that the lesson learned at Atlantic 
City will enable those handling the next show, 
wherever it is held, to keep a closer rein on the 
gathering so that the show, convention and meet- 
ings may be more successful than those of 1930. 


Manufacturers-Distributor 
Conferences 


HE action of the executive committee of the 

National Electrical Wholesalers’ Associa- 

tion, in making arrangements for regularly 
scheduled meetings between manufacturers and 
distributors during the next convention, repre- 
sents a most constructive step. 

Heretofore the manufacturers have been out of 
the picture to some extent, as the wholesalers 
were so tied up with the regular meetings it was 
quite an impossible task to accomplish anything. 

One representative at the recent meeting had a 
most important subject to discuss with a number 
of wholesalers, and he spent something like 16 
hours each day locating the men and repeating to 
them a story which could have been presented 
to them collectively in less than an hour. 

It is hoped that both wholesalers and manu- 
facturers will appreciate the significance of such a 
step on the part of the executive committee and 
give to it the full support which it merits. 
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Conventions and 
Speakers 


HIS writer, after attending quite a few con- 

ventions, has gradually become saturated 

with “addresses” by prominent men outside 
the particular industry to which they happen to 
be addressing themselves. While there is no ques- 
tion of either their oratorical ability or the weight 
of their messages, it strikes this observer that some 
of the time so devoted could be more valuably 
consumed if it were assigned to manufacturers or 
wholesalers, depending upon which section was 
holding a meeting. Certainly a representative 
manufacturer is in a position to deliver a most 
worthwhile talk on his observations of wholesalers 
and, likewise, a jobber is always prepared to speak 
a few pertinent words which would carry weight 
with the manufacturers. 

Possibly, in the process, some might have their 
feelings hurt, but even that would be preferable to 
listening to speeches which cannot be recalled sim- 
ply because they had no direct bearing on the 
problems at hand. 


Specialization 
and the Jobber 


N PRESENTING the report of the lamp and 
lighting division of the N.E.W.A., which re- 
port was confined to industrial lighting equip- 

ment, emphasis was placed on the fact that the 
electrical contractor was showing a decided 
tendency toward specialization. 

As individuals, we have learned that in “Spe- 
cialization” of position or profession rests the 
secret of success. Now we find this thought 
expanding into the retail group field. In other 
words, the value of specialization has spanned 
the distance between individual success and busi- 
ness success. 

The next logical span for such sound practice 
is to the field of distribution and such a span is 
coming just as surely as night follows day, for 
the future of the independent wholesaler is most 
definitely dependent upon his ability to appreci- 
ate the value of specialization and the necessity 
for its adoption. 
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Fundamentally, the jobber has been specializ- 
ing to some extent for years. Originally starting 
with a wide stock, he has learned what will sell 
and what will remain in his stock-room. As a 
consequence, he has weeded out the “dead” 
stock and sold that which would move. How- 
ever, the term has a more modern usage today, 
as it now applies more particularly to selective 
selling. 

Wholesalers in the electrical field have three 
major outlets for the sales of the commodities 
which they handle: contractors; industrial plants; 
retail dealer merchandise. 

First of all, the specialization in any one of 
these groups does not, and rightfully should not 
mean the elimination of activities on the other 
two, for all three will always offer to any active 
wholesaler an opportunity for desirable business. 
It is, however, essential, as present developments 
indicate, that concentration of major sales and 
major sales promotional activities must neces 
sarily be confined to one of the three groups in 
order to insure a livable net profit on investment 
and turnover. 


Standards for 
Radio Advertising 


FTER making a study of the merchandising 
conditions and advertising practices in 
effect throughout the entire country on 

radio, the National Federation of Radio Associa- 
tions and the Radio Wholesalers’ Association has 
adopted and offered to the trade, in the interest 
of accuracy and fair play, “Standards for Radio 
Advertising.” 

There is no question but that consumer adver- 
tising has been “running wild” with copy con- 
taining everything from superlative claims and ex- 
aggerated statements to evasive and “bait” 
practices which were seriously unethical, to put 
it mildly. 

Now that such “Standards” are available, it is 
hoped that everyone interested in the radio indus- 
try, its development of public confidence, and its 
future permanence, will feel a personal responsi- 
bility in adopting such standards when using the 
written word as a form of salesmanship. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 
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Industrial reflector 














Commercial lighting units 
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Residential lighting units 








Street lighting equipment.............. 
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Flashlights and batteries 

















oo 


19 


19 11 
CENTRAL STATES 


Telephone equipment 
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WESTERN STATES 
ALL 22 LINES COMBINED 





Fair 
53% 
50% 
52% 


Poor 
34% 
37% 
22% 


Good 
13% 
13% 
26% 


Poor 
42% 
39% 
22% 


Good 
14% 
13% 
26% 


Fair 
44% 
48% 
52% 


Good 
16% 
15% 
20% 


Fair 
46% 


51% 
47% 


Poor 
38% 
34% 
33% 





May 15—June 15, 1930 





Same Period Previous Month 





Same Period Year Ago 






































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas. 
Central States include all between. 
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News From The Wholesale Field 








Solicited in Making this Human Side of the Magazine More Interesting. 2 


Hyland Takes On Silver 
Marshall 

The Hyland Electrical Supply Co., 
Chicago, has taken on the Silver 
Marshall line of radio sets and will 
cover 15 counties in northern Illinois. 
The company will set up a separate 
radio department and will use special 
radio men who will be under the 
charge of Charles H. Weicensang, 
sales manager. 

x ok x 

Chicago Electric Association 
Appoints Wholesaler Group 

At a recent meeting of the board 
of directors of the Electrical Asso- 
ciation of Chicago, President Hughes 
appointed the following to act as an 
electrical wholesaler group: J. E. 
Barron, Graybar Electric Co.; Ed 
Curran, Revere Electric Co.; Otto 
E. Frankenbush, Hawkins Electric 
Co.; Clyde E. Hall, Manhattan Elec- 
trical Supply Co.; Frank L. Jaske, 
Englewood Electrical Supply Co.; 
H. E. Nybro, Westinghouse Electric 
Supply Co.; Wm. Pollowick, Gen- 
eral Electric Supply Co.; L. W. 
Shaw, Kubec Electric Co.; David E. 
Spear, Jr., American Electric Supply 
Co., and C. H. Weicensang, Hyland 
Electrical Supply Co. 


Harvey Salzer Dies 
The rather sudden death of Har- 
vey A. Salzer, salesman for the 
Westinghouse Electric Supply Co., 
Cleveland, O., was a severe blow to 
his house and to his many friends. 
He contracted pneumonia while re- 
turning from the Gibson Award tour 
and passed away on April 27. 
* * *K 
New Appointment for 
Charles W. Goodwin 


Charles W. Goodwin, formerly 
financial manager, General Electric 
Supply Corp., San Francisco, has 
been made sales manager of the cor- 
poration’s San Francisco division. 
He succeeds Frederick A. Mulvaney, 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends N 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
IL se onth the Personal Element in the Industry. Your Co-operation is 


who has resigned to become Pacific 
Coast district sales manager of the 
R.C.A. Radiotron Co., Inc., with 
headquarters in San Francisco. 
Starting as office boy, Mr. Good- 
win has been associated with the 
General Electric organization in San 
Francisco for 20 years. As financial 
manager he has had charge of the 
firm’s credits and collections for 15 
years. For the past year Mr. Good- 
win has served as director of the San 
Francisco Association of Credit Men. 
* * x 
Metropolitan Electrical Dis- 
tributors Joins N. E. W. A. 


The Metropolitan Electrical Dis- 
tributors, Inc., New York, was 
unanimously elected to membership 
in the National Electrical Whole- 
salers’ Association at the convention 
held at Hot Springs, Va. Robert L. 
Simon, president of the company, at- 
tended the convention. 

2K 1K * 


Canfield Supply Makes 
Unique Display 

In connection with the celebration 
of its 80th birthday, the Canfield 
Supply Co., Kingston, N. Y., erected 
a model electrical home on the sec- 
ond floor of its building. The 
“home” is a full sized bungalow with 
porch, entrance hall, living room, 
dining room, bedroom, kitchen and 
bath. Every room is properly wired 
and supplied with modern lighting 


| ELECTRIC |= 
COMPANY | 





Here is the building which houses the 
Joplin, Mo., branch of the Glasco Electric 
Co. whose main office is located in St. 
Louis. Dudley Cohen is in charge of this 
branch. 











fixtures. This structure was erected 
for the benefit of the electrical cus- 
tomers throughout New England, 
Hudson River Valley and adjacent 
territories. 
Graybar San Francisco Office 
Moves 

The Graybar Electric Co., San 
Francisco, Calif., has announced the 
removal of its offices and warehouse 
from 680 Folson St. to Ninth and 
Howard Sts. 

* * x 
Fife Electric Opens 
Showroom 

The Fife Electric Supply Co., 
Detroit, Mich., has opened a beautj- 
ful new showroom on the second 
floor of its building at 541 E. Larned 
St. A complete line of “Kayline” 
commercial and home lighting fix- 
tures is being displayed. O. D. Lane 
has charge of this department. 


Northland Electric Holds 
Formal Opening 

The Northland Electric Supply 
Co., Minneapolis, celebrated its tenth 
anniversary with a formal opening 
of its new home at 309-311 S. Fifth 
St. The building was open for in- 
spection the entire day and evening 
of April 23. Inspection of the func- 
tioning of each department showed 
that all stocks are placed in well- 
marked bins with ample floor space 
near each bin to take care of the 
surplus stock, thus allowing all orders 
to be handled with the least amount 
of resistance. The sales and display 
floor is so arranged that every cus- 
tomer is easily contacted or directed 
to the department desired. 

* * * 
Maritime Electric Changes 
Quarters 

The Maritime Electric Co., Inc., 
New York, is now located at its new 
larger quarters at 197 Water St. 
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CHARLES DIEGEL is a new outside 
salesman for the Re Qua Electrical 
Supply Co., Rochester, N. Y. He 
was formerly counter salesman and 
in February was promoted to outside 
salesman for the country territory. 

“BILL” MACKENSEN is now em- 
ployed in the Mazda lamp depart- 
ment of the Incandescent Supply 
Pittsburgh. Mr. Mackensen 
was formerly with the Robbins Elec- 
tric Co. 


Co.. 


E. G. GROBNER is a recent addition 
to the sales force of the Metropolitan 
Electrical Supply Co., Chicago. Prior 
to this connection Mr. Grobner was 
with the General Electric Supply Co., 
also of Chicago. 

THE Faris Equipment Co., Buf- 
falo, has employed “Bob” Beehler as 
salesman. “Bob” was formerly range 
specialist with the General Electric 
Supply Corp., Buffalo. 

ApoLPH BeErcer and Wilbur Bald- 

win are two new salesmen with the 
Shockett Electric Supply Co., Den- 
ver. ac, 
Marion N. SNEApD, formerly with 
the Tel-Electric Supply Co., Hous- 
ton, Tex., is now price information 
clerk and in care of sales promotion 
work at the General Electric Supply 
Corp., Houston. 


THE PENN Electrical Engineering 
Co., Scranton, Pa., has recently em- 
ployed Paul White as salesman. 


STANLEY EccELSTONE and J. B. 
Yuergens are two new salesmen with 
the Fife Electric Supply Co., Detroit, 
Mich. Mr. Eccelstone was formerly 
with the Graybar Electric Co.., Inc., 
Detroit, and Mr. Yuergens was pre- 
viously connected with the Motor 
City Electric Co. Both of these men 
will be calling upon trade in the city 
territory. 

W. H. Trrprett, who travels 
South Dakota and western Minne- 
sota for the Northland Electric Sup- 


ply Co., Minneapolis, has moved 
from Detroit Lakes to Wilmar, 
Minn., in order to be in the center of 
his territory and in a better position 
to serve his many friends. 

Worp coMEs from the Merchants 
Electrical Supply Co., Chicago, of 
the recent addition of “Andy” Paxton 
to its sales force. 


“Bos” Boarp, Gerald A. Phillips 
and C. T. Allman are newcomers to 
the sales force of the Tafel Electric 
Co., Louisville, Ky. 

ok *K * 
Changes in Personnel 

D. B. Wuire, formerly service 
manager at the Falls Equipment Co., 
Buffalo, is now sales and _ service 
manager. Other personnel changes 
at this house are: A. E. Sullivan as 
head of industrial sales; E: J. Har- 
vey, who is now in charge of wiring 
device sales, and H. F. Zimmerman, 
who will have charge of the new 
radio department which has been or- 
ganized to handle the distribution of 
General Electric radios. W. Hess, 
Jr., has recently been made assistant 


to the president and manager of the 
appliance department. 


J. A. Wricut will have charge of 
sales at the American Electric Co., 
St. Joseph, Mo., taking the place of 


VIRGINIAN Etectric, Inc, 
Charleston, W. Va., announces the 
election of E. D. Knight, formerly 
vice-president, as president of the 
company, to take the place of E. M. 
Keatley, who resigned. George S. 
Couch, a member of the board of 
directors, was elected vice-president 
to succeed Mr. Knight. 


SAMUEL Frost, New York, an- 
nounces the appointment of Mr. 
Goldblatt as purchasing agent, suc- 
ceeding Charles Schreiber, who has 
taken over the company’s Brooklyn 
territory. Mr. Goldblatt was for- 
merly in charge of advertising. 
Another appointment is that of Miss 
Jean Eiss as assistant to A. White, 
manager of Mazda lamp sales. 


THE McDonacp Electric Co., Inc., 
Miami, Fla., has appointed E. M. 
Fay new branch manager of the com- 
pany’s West Palm Beach branch. 


J. B. Fotsom, formerly with the 
Crescent Electric Co., Detroit, is now 
in charge of sales for the Independ- 
ent Electric Co., Muskegon, Mich. 





A weekly sales meeting was the occasion for the getting together of this group 
at the Carolina States Electric Co., Charlotte, N. C. From left to right, they are: 
J. P. McMillon, vice-president and general manager; W. R. McGinn, salesman; 
“Speedy” Shill, salesman; G. S. Scott, purchasing agent; E. P. Gurley, salesman; 
A. J. Maschauer, S. Robert Schwartz & Bros., New York; Perry E. Lee, sales- 
man, and R. L. McGinn, salesman. A. J. Maschauer just finished telling the boys 
how to get the lamp and fixture business. R. L. McGinn pulled away at the 
wrong moment but looked in just in time. 
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A small INVESTMENT 








and quicr 
TURNOVER 


with 


Westinghouse 
pipe fittings 


HE constant demand for Westinghouse pipe 

fittings will make a nice additional profit 

for you with only a small investment because 

most of the fittings in common use are assembled 
from only 30 unit parts. 


Last year, over a period of six months, 287,116 
unit parts were sold to central station and indus- 
trial customers. Many of these sales could have 
been made by you with minimum sales effort, 
as a ready acceptance for these devices has been 
built up during the past few years. 





These fittings have made possible 
many economical uses of pipe for 
display and storage racks, switch- 
ing equipment structures, scaffold- 
ing, railings and switchboard panel 
frames because threading and ac- 
curate cutting of the pipe is un- 
necessary. 


We suggest that you look over 
circular 1676-B and then place 
your order for a small stock. This 
circular can be obtained from any 
of our district offices. 


































These unit parts can be 
easily stocked in a small 
space. 


An installation of pipe 
fittings supporting racks 
carrying heavy current 
cables. 





Service, prompt and officient, by a coast-to-coast 


chain of well- equipped shops 




















Westinghou 
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George W. Roosa is a newcomer to 
the Robertson-Cataract Elec. Co., Buf- 
falo, where he is in charge of sales and 
assists the general manager, J. D. Rob- 
ertson. Mr. Roosa has been identified 
with the electrical business for some 
time, having been with the Westing- 
house Electric Supply Co. fer 15 years, 
the last five of which he served as mer- 
chandising division manager of the 
Buffalo district. 


Westinghouse Jobbers Meet 

The Westinghouse Agent-Jobbers’ 
Association met at the Homestead, 
Hot Springs, Va., the week of 
June 2. 

The first day was given over to 
executive with a_ general 
meeting in the evening which was 
addressed by Karr Parker, president 
of the Association. Tuesday morn- 
ing was devoted to a report of the 
comnuttee on lamps. H. M. Gans- 
man delivered the report which was 
followed by an interesting discussion 
by representatives of the Westing- 
house Lamp Co. 

On Wednesday, J. C. Schmidt- 
bauer read the report of the com- 
mittee on distribution methods. W. 
H. Bechtold, chairman of the sub- 
committee on sales to industrials, was 
the second speaker. 

The high-spots of the Wednesday 
sessions were the reports made by A. 
D. Peabody and Walter Williamson, 
chairmen of the sub-committees on 
sales to public utilities and munici- 
palities, 


sessions 


and sales to dealer-contrac- 
tors respectively. They were fol- 
lowed by C. C. Parlin, manager, 
division commercial research, Curtis 
Publishing Co., who presented a sur- 
vey on rural electrification. 
Thursday morning and g, 
the committee and sub-committees 
on apparatus had their inning, while 


evening 


Friday was devoted to the subject of 
electrical refrigeration, and reports 
of the following committees : account- 
ing; auditing; salesmen visiting the 
works; jobbers’ performance and 
compensation. In the evening Earl 
Whitehorn, assistant vice-president, 
McGraw-Hill Publishing Co., and 
president, New York Electrical As- 
sociation, spoke on the “Future of 
the Electrical Wholesaler.” Riely 
Wilson of Charlestown, W. Va., also 
spoke. An open forum was held on 
Saturday morning and new officers 
elected. They are: Karr Parker, 
Buffalo, N. Y., president ; T. J. Pace, 
East Pittsburgh, Pa., vice-president ; 
H. M. Gansman, Philadelphia, secre- 
tary; H. T. Pritchard, Mansfield, 
O., assistant secretary and treasurer, 
and J. J. Jackson, East Pittsburgh, 
Pa., counsel. Members of the execu- 
tive committee are: A. E. Allen, New 
York; W. I. Bickford, Pittsburgh ; 
Samuel Adams Chase, Mansfield, O.; 
W. W. French, Birmingham, Ala. ; 
M. C. Morrow, Mansfield, O.; T. J. 
Pace, East Pittsburgh, Pa.; Karr 
Parker, Buffalo, N. Y.; j. C. 
Schmidtbauer, Milwaukee, Wis.; G. 
F. Smith, Scranton, Pa.; C. E. 
Stephens, New York; N. G. Sy- 
monds, Chicago, and Walter Wil- 
liamson, New York. 

A golf tournament was played on 
Tuesday, Wednesday, Thursday and 





i‘riday afternoons, accompanied by 
sufficient prizes to make everyone 
happy. On Wednesday evening, “A 
Night in Monte Carlo” was pre- 
sented in the Casino with W. G. 
Balph officiating as master of cere- 
monies. 

Associated Wholesale Ac- 

quires New Quarters 

The Associated Wholesale Elec- 
tric Co. has moved from 1159 South 
Los Angeles St., Los Angeles, to its 
new building at 1111 Santee St., in 
that city. The firm’s Oakland quar- 
ters are at 1687 Atlantic St. 

* ok x 


Fox Electric Official Attends 
Radio Show 
E. E. Hasselquist, president of the 
Fox Electric Supply Co., Elgin., IIl., 
attended the radio trade show at 
Atlantic City and on the return trip 
flew by airplane from Cleveland to 
Chicago. 
a 
H. M. Hopkins Issues 
Catalog 
Catalog No. 30 has just been issued 
by the H. M. Hopkins Electric Co., 
Detroit. The company has been dis- 
tributing the 2,500 copies during the 
past few weeks. The book is a 256 
page Donnelley catalog with a light 
blue cover. 





Seen at the golf tournament held in connection with the 18th meeting of the 
Westinghouse agent jobbers at the Homestead, Hot Springs, Va., June 2 to 7. 
At the extreme left is W. W. French, vice-president and general manager, Moore- 
Handley Hardware Co., Birmingham, Ala., teeing off. At the extreme right is 
“Bill” Jockers, general sales manager, addressing the ball, and those in the larger 
group are, reading from left to right: L. L. Hirsch, president and general manager, 
Electrical Supply Co., New Orleans; F. D. Phillips, vice-president, Tafel Electric 
Co., Louisville, Ky.; R. DeLano, division manager, Westinghouse Electric Supply 
Co., St. Louis, and S. W. Cooper, Jr., president, United Electric Co., Wichita, Kans. 
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easy 
to fish through 
small spaces 


RomeX is flexible, smooth, easy 
to fish through small spaces! It 
slides around corners without 





catching, through holes without 
binding. It’s never sticky, even 
on the hottest day. 


RomeX is easier and quicker to 
install. No fittings but a few 
simple straps. More RomeX jobs 
can be handled in less time. And 
more jobs mean faster profits. 


GENERAL CABLE CORPORATION 


EXECUTIVE OFFICES: 420 LEXINGTON AVENUE, NEW YORK e OFFICES IN PRINCIPAL CITIES 
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HOROLECTRIC 
TIME "ine SWITCH 


—__——_—_® 





RESULTS 


are what you want in a time switch 


Florid, detailed descriptions, fine- 
sounding phrases, boastful claims, mean 
nothing unless the manufacturer has 
confidence enough in his product to 
back it up in a definite, decisive way. 


That is why the Horolectric Time 
Switch is backed with an unconditional 
TWO YEAR guarantee. 

No stipulations, no hedging, no 
‘“loop-hole’’ conditions—just a simple, 
straightforward guarantee ; twice as 
strong and twice as long as any ever 
given a time switch. 


GUARANTEED 


Write for Illustrated Booklet 
— > 


Licensed under the Dorsey Patents 











Designed, Engineered, Manufactured 
and Tested in the U.S. A. 


— ° 
HOROLECTRICAL 
CORPORATION 


116 West 14th Street New York City 














(Continued from Page 16) 


course at the MHeffley Institute. 


The desire to settle down with a 
house handling merchandise in a large 
way was uppermost in his mind, but 

he made no move in this direction 
until notified that Wells, Fargo and 
Co., was moving to Chicago. He 
had no desire to migrate at that time 
| and in addition felt that this was a 
| reminder to insert himself in the 
| proper spot in a merchandising firm. 
Although he had no made-to-order 
job waiting and was not depending 
on influence, he knew he would have 
a better opportunity near home, 
especially as he intended to make the 
change a permanent one. 


| C. H. Wilson 
| 
| 





He simply selected several reput- 
able firms of the sort he considered 
' would offer the best chances, and 
'wrote them letters of application, 
| stating his experiences as well as his 
| aspirations. Among the replies he 
| received was one from B. H. Ellis, 
| president of the Manhattan Electri- 
cal Supply Co., New York City. 
| Although it was not very unusual in 
| those days for the head of a house 
to select, personally, recruits for his 
organization, the fact that five inter- 
views were necessary can only be 
explained by stating that young Wil- 
son’s personality was beginning to 
attract attention from higher up; he 
had definite ideas as to his worth 
and the future he wanted, and was 
able to make them stick. 


At any rate, he went to work for 
| Manhattan, handling the claims, and 
anyone who has held that job knows 
what heartbreaking but valuable 
experience it affords. He plunged 
| into it with his usual thoroughness, 
and soon made himself solid. Sick- 
ness, however, bore down on him 
| with crushing force, and a leave of 
| absence was necessary, which he 
| spent in Bermuda. Without trying 
| to make a hero of him, it must be 
_said that this man’s bravery and 
| cheerfulness under fire is well known 
to all who have been associated with 
| him, both in his younger days and 
'later. He never let himself feel 
licked during this period of ill health. 


Returning to Manhattan after his 
| recovery, he was promoted, landing 
| in the inside sales department, meet- 
| ing all classes of trade as well as 
| learning to cope with a multitude of 


ticklish situations which mean so 
much in getting and holding custom- 
ers. Having accepted all the chances 
which had come his way in the infield 
and outfield, Mr. Wilson was put on 
the list of eligibles for managerial 
honors. The first opportunity in 
this line came in 1913, when he was 
sent to Manhattan’s Red Seal battery 
factory in Cincinnati, as manager. 
There he carried on for two years 
in such a manner that he was slated 
for further promotion. 

In 1912, Manhattan opened a 
branch at 1106 Pine street, St. Louis. 
This lusty infant cut its teeth quite 
early and soon became an important 
factor in the wholesale industry in 
the Mississippi Valley. In spite of 
the progress made, this house was 
still new at the age of three years 
and much remained to be accom- 
plished. In February, 1915, Mr. 
Wilson was transferred there, as 
credit man and assistant manager. 
At the end of that year, after he had 
learned all the angles and problems 
of the new territory, he was put in 
full charge as manager. 

It is significant that many employes 
in the St. Louis house had developed 
a friendly feeling for this man Wil- 
son before he came to them, solely 
through correspondence. Even in 
the terse, business-like letters made 
necessary by matters of shipments, 
billing, and so forth, there crept into 
them some note of goodfellowship 
and a desire to co-operate that made 
a distinct impression. After he came 
he was always known as “Chief” and 
he will always be called just that by 
those who know him in the industry. 
Just who it was that gave him this 
colorful sobriquet is not known, but 
it fits his style of leadership to the 
dot—he has all his people straining 
to help and please him, just as he 
did in those days at Manhattan. 

The “Chief” remained with Man- 
hattan in St. Louis until 1925. In 
1918, he had married Miss Reinette 
Rackett, in East Marion, L. I. For 
some time prior to his leaving St. 
Louis, Mrs. Wilson’s health had been 
failing and this became a sad and 
growing problem. He felt it neces- 
sary to travel with her in better 
climates and couldn’t do this while 
fulfilling his duties as manager. 
Therefore, in 1925, he resigned and 
toured the country with his wife 
until she recovered sufficiently to 


(Turn to Page 61) 











July, 1980 


THE JoBBER'S JSALESMAN 





35 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 











Welland Canal Brings Midwest Nearer to Ocean Traffic 


The new Welland canal will begin a new era in Great Lakes 
It will transform Great Lakes cities into ocean 
ports with ships from all seas at their docks and will aid 
iremendously in the development of the Middle West indus- 
The above illustration is of lock 
To date $120,000,000.00 has been 


commerce, 


trially and commercially. 
No. 1. There are 8 locks. 
spent on this vast structure. 


This gigantic project, one of the greatest ever undertaken, 


ment. 





and successfully completed, demanded not only the best en- 
gineering talent, but also the very best of materials and equip- 
What an outstanding tribute to TRICO Renewable 
Fuses to have them chosen for the electrical protection! The 
importance of this complete TRICO installation can well be 
appreciated when one considers that the estimated connected 


motor load for see the canal and Port Colborne elevat: 


is 15,300 H. 


The Great Welland Canal 


The tremendous responsi- 
bility placed upon TRICO 
Renewable Fuses will find 
them equal to the task. 
They were chosen when 
comparative tests proved 
them superior to others in 
dependable and efficient 
performance. 


is electrically protected with 


TRICO 


Renewable 


FUSES 


They’re ‘‘Powder-Packed’”’ 


Approved by Underwriters 


Money-Saving Factors 


No Premature Blowings 
No Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


To secure these money-saving fac- 
tors the TRICO renewal element is 
designed with the thought of per- 
formance in mind, rather than inter- 
changeability of links; and_ the 
practical buyer prefers performance. 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


REG. U. S. PAT. OFF, 
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ANNOUNCEMENT 


“Summer Sales Prize Contest’ 


for Jobbers’ Salesmen 
SULA PAR 


LL manufacturers whose advertise- 


ments appear in the following 


section, pages 37 to 60, together 
with certain additional ones elsewhere 
in the issue, all listed on the next page, 
are co-operating in THE JoBBER’s SALES- 
MAN “Summer Sales Prize Contest.” 
Their products are eligible in the con- 
test. 


This contest is open to jobber sales- 
men whose names have been properly 
entered by their sales manager, and to 
them only. 


All entries have been acknowledged 
by Tue Jospper’s SALESMAN, and com- 
bination instruction and score cards 
sent to each contestant. 


This magazine is offering a prize of 
$25.00 in cash for the greatest sales, 
at wholesaler’s sales prices, (what you 
bill the customer) of the products of 
each and every manufacturer in this 
section, and the other eligible manu- 
facturers, outside of the section, in the 
period of July 1 to July 31, 1930, both 
inclusive. (Duplicate prizes awarded 
to tying contestants. ) 


With so many prizes offered, every 
salesman has a chance to win one or 
more prizes. There is no limit within 
the scope of the contest to the number 
of prizes that one man can win. 


First, examine every advertisement 
in the section. Then pick out the 
manufacturers whose lines are handled 


by your house. Do not hand in records 
for sales of lines on which your house 
is not a regular distributor. 


Second, study the messages of these 
manufacturers. They have attempted 
to give you the help which will aid 
you in increasing your sales. 


Third, the contest is for the whole 
month of July. Do not fail to “follow 
through” to the very end in your ef- 
forts. You may land an order the last 
hour of the last day that will win a 
prize. 


Note Carefully 


Sales records for the month are to 
be kept by each contestant himself. At 
the end of the month he adds up the 
totals for each manufacturer whose 
lines he has been competing on and 
enters them opposite the names of the 
respective manufacturers on his score 
card. He is then to sign his score card 
and send it to his sales manager who 
checks the figures, countersigns the 
card and sends it to THE JoBBER’s 
SALESMAN, to reach there by August 20. 


City desk men or inside employes 
handling large volumes of business 
coming into the house, or officers of 
the company, are not eligible in the 
contest. Such business, however, may 
be credited to such regular salesmen as 
would be credited in the ordinary rou- 
tine of the office. 
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The “July Summer Sales Prize Contest” 


HE following is a list of the manufacturers who are entered in the Summer Sales Contest 

for the month of July. The numbers on the right refer to the page numbers of their ad- 

vertisements. Most of the advertisements appear in this section but some will be found in 
other locations throughout the issue. In each case a notation appears on the page indicating that 
the company is entered. No prizes will be awarded for sales of manufacturer’s products whose 
advertisements are not so marked. 


Advertisement 


NAME OF MANUFACTURER on page 
i oii i es die eA Mae dbiasb hee eid en eC eeaedeneas i Ghee & 51 


ae a aad ks DOR AGA aww aed aoe RAEN ee een wee 4 
ae dite > conti 2a DP Reha sae | - ae 


FE ee CT ee oe ee ere eee 69 
EE ee eT eT ee 
ss al ae ain heehee eek keke AOA Dae aE 40-41 
ir Sica eel ete ti detic sia ip a DREAM EAD EEDA WE ORES 59 
ee er ere er eee ee ee ee a 
EE Le ee ee ee eee er eee Pee ee ee ee ee 42, 56 
Se ee ee 
ey ee Oe OS i a ane beeen ket bade spb awaeneews saeadeewew sees 77 


EE EE TT EES ee RET eT 
| a re eT ET Se Pe ee 
iach iy a oa Gen an eee wee Gwe Riles nets Mk RR EA eae a 52 
a enn Se ee ee 
6 a P55 pc ease ee KAA AONE ERE GEA 61 
Hart & Hegeman Division. . Eee ee ee er ree ee ee 
Indiana Rubber & Insulated Wi BIR sis weer as eee oe aa aa hae sia weet 49 
BY ee ee ne eee Ce ere a er 
I IN ooo iain: aay Ank Wistar REDE bE RIN EO SRNR OAS 44 
EE a ee eee ee ee eee ee ee ee 
pO ee ee ee Sees 


I ae rds ck hte i a har emia ia heie whee SANDEE Ee ea ees bes 57 
555 4-4 dare ede A ES nae wee e a aawa eek awe e's 47 
6 ik SON Koa Givers GEE ROE SNAG ens Sa oe eed 64 Se es 3s ane 
oad imide Ne ee) MECN ETERS We ENO WEE Rehan doe’ 58 
pe err ere ete ee CTE TCT CTT eT TTT TEEE ETE eeeee oe , 
ik ia 5 Gk i oe CAS ed OR tee esesiswnne BH 
ee es ss Vi pa dn oN See Oh NA MARR RNS eee 67 
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Wakefield Brass Co., 
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‘Miles of SQUARE-Duct- 


, 

e 

* 

* 
[ Soka Ne * 
A BUSY PLACE THIS . . . Photo shows interior 
view of the Fife Elec. Supply Co., Detroit. 
Theodore P. Ryerse is the salesman at counter 


who knows he can give his customer exactly 
what he wants with SQUARE D. 





f, 


DETROIT DISTRIBUTOR IS CASHING IN BIG 
You can do the same in your territory 


Inset above is D. Lyle Fife, president of the Fife Electric Supply Co., Detroit, 
who says: “The Square D line gives us the standard line we require. We have 
found their sales cooperation invaluable. The SQUARE D Company keeps 
up with the needs of the electrical trade and constantly is developing new 


. . . a“ 
lines, which make selling easy. 
Large stocks of SQUARED [| ' . & | 
products ot Fife Elec. Sup- iy i ae si The SQUARE D Line is COMPLETE 
ply Co., insure service to : * Bi ¥ 4 ‘ 2 4 
customers and give sales- » F) f j - ee 
on auenen ear ae | and thoroughly DEPENDABLE 
fill i , 7 ' ge . _ . 
oh OS Crees Sey Switch and Panelboard Division, Detroit 
4 : Industrial Safety Switches — Meter Service Switches = 
An unusual test for § : [ te | SQUARE - Duct (the rigid suspension method for wiring) — 
at D protege F i. . Panelboards for both Lighting and Power — Fuse Cabinets 
Usiralion snows Pan-ae | E — Outdoor Meter Boxes — Voltage Testers — 
el located in center of F& f Mater barvice Oraeker 
dust-laden conveyor § q — . . sacacaaa 
system at Federal iim ' Industrial Controller Division, Milwaukee 
Mogul plant, where it 
is subjected to terrific © = ee ‘ : Automatic Starters — Combination Starters — Compensa- 
vibration. . i is ‘ tors—Resistors—Magnetic Contactors—Pressure Switches= 
Vacuum Switches —Float Switches 








Specialty Division, Peru, Indiana 
SQUARE D Junction Box instal- 


hates of Hadkened tenieah anal * P Special Electrical Devices — Special Porcelain Products= 
& Porcelain Insulators 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Jand never a complaint’ 











Easy to win a prize— 
because sales resistance is 
reduced to a minimum 


Besides installing miles of SQUARE -Duct without a single complaint, 
Harry B. Fife, well-known electrical contractor, recently completed 
a large installation at the Federal Mogul Corp. plant in Detroit... 
He says: “There are few industries in which SQUARE D equipment 
does not provide a practical method of installation. SQUARE D 
equipment is dependable and reliable.” This is only one instance of 
how electrical contractors are standardizing on SQUARE D products, 
which practically sell themselves. Start now in the Summer Sales 
Contest and win a prize. At the same time you will be laying the 
foundation for steady year ‘round repeat business and volume sales. 


“SQUARE D Convertible 


Fuse Panels give the cus- 


Showing SQUARE D Safety Switches 
installed at the Federal Mogul 
Corp. plant, Detroit. 


tomer a wonderful range 
Showing pyrometers installed in 


babbitting room. Pyrometers are be it is i i 
wired through SQUARE-Duct to in- cause is Im possible to 


strument board above superinten- change fuse sizes without or- 
dent's desk. ° “ 

“a , dering a new panel, says 

J ‘ Harry B. Fife of the Fife-Pearce 

Elec. Co., Detroit. “Most indus- 

trials appreciate having the 

contractor anticipate their 

requirements and use prod- 

ucts which have this feature 

included.” 


Branch Offices 


Atlanta Detroit Philadelphia 
P Baltimore Grand Rapids Pittsburgh 
Showing SQUARE-Duct installation at ° —. ee . Portland 
it. . uffa ndianapolis 

the Federal Mogul Corp. plant, Detroit anda Koneas City Richmond 
Cincinnati Little Rock San Francisco 
Cleveland Los Angeles Seattle 
Dallas Milwaukee St. Lovis 
Davenport Minneapolis Syracuse 
Denver New York Weshington 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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‘Your Best Opportunity 
In July and August 


and YOU CAN WIN A PRIZE 
in the SUMMER 
SALES CONTEST 


' 
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Outdoor Lighting 


ee Se ee 


—the big sales opportunity of the 











year, and you are off to a flying 











start. Benjamin equipment is 
known, it is being specified and in- 


stalled. Your sales job is easier, ) ae re 
of Miniature Golf 


with so many new uses and a Course at Dallas, 


wider and a wiser market. Make 
your calls and make your sugges- 
tions. Check up on your electrical 
contractors right away. 


Below—Night View 
of same course 
lighted with Ben- 
jamin RLM Dome 
Reflectors. 


Benjamin RLM Dome Reflectors, Elliptical Angle Reflectors, 
Duo-Service Floodlight, Concentrating Type Unit and other 
lighting units, with a complete line of fittings, meet every 
requirement for effective and economical outdoor lighting. 




















BENJAMIN ELECTRIC MFG. CO., 
General Offices and Factory: 
DES PLAINES (Chicago Suburb) ILLINOIS 


Divisional Offices and Warehouses: 


New York Chicago San Francisco 
247 W. 17th Street 111 N. Canal Street 448 Bryant Street 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Benjamin Equipment 











REFLECTOR FIXTURES 











Cross Arm, Cat. No. 6205, with 
RLM Dome Reflector Socket 








Cat. No. 5538, 
Elliptical 
Angle Reflector 
Socket 


Cat.No.26125, y 
Concentrating 
Type Unit,with 
Adjustable 
Bracket 


CROSS ARMS 





Cat. No. 6203, with Porcelain Wire Openings 


SUSPENSION FITTINGS 


& & 


Cat. No. 6028, Cat. No. 6029, 
with Non-In- with Non-In- 
sulated Wire sulated Wire 
Openings Openings 


POLE AND WALL FITTINGS 


e4VO 





Cat. No. 6031M, Cat. No. 6049V, 
with Porcelain with Porcelain 
Wire Openings Wire Openings 


Cat. No. 5025, Cat. No. 5026, Cat. No. 5027, Cat. = + ar i, 
with Curved with Wire without Wire with Wire 
Back to Fit Pole Entrance Slots Openings Openings 





Cat. No. 6030, Shock Absorber 
Suspension Fitting 





Cat. No. 6202, Shock Absorber 
Cross Arm 


The products of this company are entered in the prize contest for this month. 


for 


Outdoor 
Lighting 


ESPECIALLY SUITABLE FOR 


TOM THUMB GOLF COURSES, MINIATURE 
GOLF COURSES, PRACTICE GREENS, 
FOOTBALL FIELDS, ATHLETIC FIELDS, 
SWIMMING POOLS AND THE LIKE. 


Benjamin Outdoor Lighting Equipment, 
including reflectors and fittings, meets every 
requirement of economical installation, easy 
wiring, high lighting efficiency and resistance 
to exposure. 

The accompanying illustrations show a few 
of the commonly used reflectors and fittings. 
Send for complete listings and descriptions, 
and for helpful suggestions on the laying out 
of these recreational areas. 


Benjamin Electric Mfg.Co. 


Des Plaines (Chicago Suburb) Il. 
NEW YORK CHICAGO SAN FRANCISCO 











ras NO? 

















IRON BRACKETS 


Cat. No. 5040, with Wall Fitting 





IRON GOOSENECKS 






Cat. No. 5036, without Fitting 





Cat. No. 5066, with Wall Fitting 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Qh ! the things I’ve seen... 


through the Thousand Windows. 


“I've been looking,” says Old Man Sun, “through 
the thousand windows of Sunshine Bakeries for many 
years . . . luscious sights I’ve seen too!” 


“These Sunshine Bakers in their tidy white frocks, 
now... got a knack for progress, they have . . . Always 
inventing some new goody or other, or rigging up some 
new contraption to help make cookies or cakes better, 
they are... 


‘I remember recently, when their officials and engi- 
neers went into a huddle about fuses. They wanted the 
best... . they always do, they do. 


I thought they'd do it, I did .. . They standardized 
on BUSS Renewable Fuses, I knew it... 


“T’ve seen thru other windows too, I have... besides 
the Loose Wiles Biscuit Company of Kansas City... 
the Sunshine Bakers, you bet . . . seems like each year 
more and more busy factories are installing BUSS Fuses. 


“Seems too like Jobber Salesmen who sell BUSS 
Fuses are the happiest, they are ... Don’t have any users 
complaining about fuses, they don’t... I sort of pity the 
poor boys who haven't got a good leader like BUSS 
Fuses to help win their customer’s heart, yes sir...” 


“If I were a salesman I'd sell °em BUSS Renewable 
Fuses first to make ’em feel like buying other things 


from me, I sure would...” 


BUSSMANN MBG. CO., 7” 7 St. Louis, Mo. 
Division of McGraw Electric Company 


The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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BURGESS 


SNAP LITE 


LIGHT 


359% 
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More National Advertising to 
)Help You Sell These Products 


HIS merchandise is being featured in a strong and force- 

ful advertising campaign that will help you to make more 
sales to both new and old customers. Publications carrying 
the advertising include national media, national and state 
farm magazines, boys’ and scientific publications. 


Supplementing the national advertising is a complete 
assortment of counter and window displays and consumer 
folders. Proper use of this material will help you to realize 
the full sales-creating benefit of the national advertising. 





Write us direct for your Burgess display material—get 
it up and get it working for you. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 
NEW YORK CHICAGO SAN FRANCISCO 


IN CANADA: 
NIAGARA FALLS AND WINNIPEG 


: sun 2 
. rN 
a 




















The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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The Little 
of Switches (4 rh ee 3 ' 


The Levolier Switch is a giant for 
strength and endurance. It has 
twice the carrying capacity of any 
Switch its size. The most practical 
six Ampere Full Switch made, yet 


easily takes the knockout smash of 


repeatedly switching 500 Watt Gas 
Filled Lamps. 


The Levolier Switch is made with 
stems of three different sizes, and 
with a plain lever without chain 
for brackets and appliances. It is 
also made for use in chain fixtures. 


{HvqdUeyuiiitl 


Send for your copy of the 
McGill catalog, ‘‘Electrical 
Specialties of Quality’’ 


Sete) MCGILL 


MANUFACTURING CO. | 222 


Portable Lamp Guards 





riche e ° e e Wall Guard: 
at x swucnes fel dp loreT Man sla (1 (sXe) ae O)1(27 41 8 : 


Coloring Fluid 
Soldering Fluxes 
ESTABLISHED 1904 


WVALPARAI SO mB INDIANA. Lamp Changers 


Twi-Lite Clusters 














The products of this company are entered in the prize contest for this month A $25 
prize will be awarded the salesman selling the greatest quantity during the month 
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In the 


Summer Sales Contest:: 





TRUMBULL 
MOTOR STARTING SWITCHES 


BO Zy-0)) 


-o 
i 
d, 
P| 

i 
4 





Cat. No. 91360 
“TM” Motor Starting 


Cat. No. 81320 
Type “M-74%%” Magnetic Mo- 


Switch, Manually Operated. tor Starting Switch. 
7% H. P. 460-575 V. A. C. 7% H.P. 460-575 V. A. C. 
Polyphase Polyphase 





Type 





Cat. No. 81361R6 
60 Amp.—575 Volts 
Type “M-15” Mag- 
netic Motor Starting 


Switch, Combined 
I RS with Type “RM” fu- 
sible Motor Circuit 

Switch. 


15 H. P. 460-575 V. 
Or A. C. Polyphase 


Compact, easily wired and sturdy ... TRUMBULL Motor 
Switches are built to withstand the toughest requirements and 
are increasingly easy for Jobbers and their Salesmen to sell. 
TRUMBULL SWITCHES will boost your sales volume in 
July and August and you may win a prize in the Summer 
Sales Contest. Here is your opportunity to develop new and 
profitable business. The TRUMBULL line is complete, pro- 
viding the latest improvements in construction and design— 
making each item popular with your customers. 





SOLD,THROUGH WHOLESALERS 






BOSTON Lt NEW YORK 

1002 Statler Bidg. Vener. 803 Lincoln Bidg. 

SAN FRANCISCO Branch Factories—Switches, Switchboards and Panelboards: 

432 Fourth St. Los manned, ga ‘a WASH. CHICAGO 
2001 W. Pershing Rd. 

PHILADELPHIA. DETROIT BRANCH 

511-519 N. Broad St. ATLANTA 415 Brainard St. 


a cmene. mance @ re 


The products of this company are entered in the prize contest for this month. A 
prize will be awarded the-salesman selling the greatest quantity during the month. 
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ARROW 











TWO-PIEFCE 


a OT AG : ty Ee big-volume 
y pa items to boost 


your sales of 


ce er | “ARROW” de- 
% Wy a Ye vices in the July 
6 BS Z, ee . Sales Contest. 


Fi EE 
USAT 


ss 
12 thgY had PARENTS at : 


SHADEHOLDER RING 
OR PLAIN RING 


VF NEW SIZE of Porcelain Pull Recep- 

for ff tacle for wall or ceiling installation. . . 
BOXES Two-piece, with plain or shadeholder 

ring as specified. Clear, brilliant - white, finely - glazed porcelain, 

with cord pull for ceiling work; chain pull for wall position. 
Carrying the standard ARROW socket mechanism— with all that 
means to dependable action mechanically. Regularly rated at 
250 Watts; furnished if ordered with 660-Watt rating at a slight 


added cost. A handsome offering to your customers for modernized 
wiring of kitchens, laundries, bathrooms, halls, closets, basements. 


ELEGTRIG DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC CO. 
HARTFORD,CONN. 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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A New Tested Line of This announcement might 


have been released many 
months ago. It wasn’t. A vital 


Sessions policy forbids “the 


Synchronous Motor Clocks "m= 


til long periods of exacting 
tests have proved the product 


fit in every detail against 


Perfeeted by SESSIONS ie ect 


EL DORADO 
Electric 


A handsome 22-inch 
Banjo with inlay design. 
Polished brass trim and 
sash. Convex glass. Finish- 
ed in Mahogany, Rose, 
Green or Ivory. Retails for 


$16.50 


ELF Electric 


Below. An all-purpose wall 
clock finished in Rose, 
Blue, Green or Ivory, Re- 
tailsfor . . . . $9.75 


ELKINS Electric 
At right. A popular 1444 
inchTambour withgenuine 
mahogany case and inlay 
design. Design is a com- 
posite of public preference 
trends in clock style. Re- 
tailefor. . . . $15.75 
















it will be called upon to meet.” 


e Electric Clocks by Sessions! A name that millions long 
have coupled with style and reliability in clocks within 
the reach of all. An unusual variety of exquisitely- 
grained hardwood cabinet styles, selected in the light of 
more than a century of making and selling nationally 
advertised clocks. Fitted with a hardy fool-proof syn- 
chronous motor. Every clock in the line has the popular 
Sessions legible raised numerals. 

e Three of the Sessions electric models are shown on this 
page. Look them over. Note their prices and the Sessions 
reputation for value in clocks. 

e Jobber, retailer, central station...we invite your inquiry 
for detailed information and prices. 


eThe Sessions Clock Company, Forestville, Connecticut. 





essions a 
fa iol 


Yocks 


Millions Every Day Hear Sessions Broadcasting 
From These Radio Stations: 


In the EAST, WOR, New York, WOKO Poughkeepsie, N. Y., WHEC 
Rochester, N. Y., WIP Philadelphia, WWVA Wheeling, W. Va.,WAPI 
Birmingham. 

In the MIDDLEWEST, WTAM Cleveland, KYW Chicago, KMOX 
St. Louis, KMMJ Clay Center, Nebr., WDAY Fargo, N. D. 

In the WEST, KGO San Francisco, KOL Seattle. 











The products of this company are entered in the prize contest for this month. A $25 
awarded the salesman selling the greatest quantity during the month. 
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SELL LIGHTING NOW 


URTIS products are easy to sell. ORE X-Ray Reflectors have been 
The line is complete, with an X-Ray 4 sold through electrical wholesalers 
Reflector for every lighting problem. All in 1930 than ever before in a similar 
popular items are carried in your own period. It required only a bit more in- 
stock for prompt delivery. The more tensive and enthusiastic work. Here are 
important X-Ray Reflector groups are: some of the many places to sell X-Ray: 


SHOW WINDOWS STORES 
Jack jill King Queen Giant Show Windows Show Cases 
Leviathan Pup Flood-Ray 
Hippo Color-Ray 
OFFICES 
Eye Comfort Indirect Luminaires 
HOMES 


Indirect Units for Portable Lamps 


EYE COMFORT LIGHTING 
Offices Drafting Rooms Schools 
Residences 
FLOODLIGHTING 


Amusement Parks Beaches 
Night Sports Tennis Practice Golf 
FLOODLIGHTING Gas Stations Parking Areas 
Sun Moon _ Star Buildings © Monuments 


eecieiereeiees INDUSTRIAL 
Bechives Jumbo — Big-Boy Foundries Machine Shops 
SHOW CASES Finishing Rooms 


Scoopettes  Hoodettes Gymnasiums Indoor Athletic Sports 


EVERYWHERE CURTISTRIP 
CurtiStrip X-Raylets Show Windows — Coves Wireways 


The local Curtis man is always ready to work with you on 
lighting prospects and help you win the Curtis prize. 


New York Office & urtis Li g hti hg Resident Engineers 
230 Park Ave. ieee inall Principal Cities 
CHICACO. U.S.A. 


or Europe 


Curtis Lighting~Europe, GA) 


Antwerp, Belgium 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Lights oe Action a Cameral 











CURRENT 
is the life-blood of the 
motion picture studio. With 
lights, sound-recording de- 
vices, and other equipment 





all dependent on electricity, current failure must 
be avoided at all costs. Good wire may save 
precious minutes worth hundreds of dollars. 
That is why Paranite Rubber Insulated Wire 


PARANITE 


“If It’s PARANITE It’s Right” 


INSULATED WIRE and CABLES 


INDIANA RUBBER AND INSULATED WIRE CO. # JONESBORO, INDIANA 










and Cable is so extensively 
used in the enormous and su- 
perlatively equipped Studios 
of Metro-Goldwyn-Mayer, 





at Culver City, California. 








Here the traditional quality of Paranite is prov- 
ing itself every day—every night—under con- 
ditions where only the finest of wire can deliver 
the trouble-free service that is imperative. 


The products of this company are entered in the prize contest for this month. A $25 


e will be awarded the 


salesman 


selling 


jreatest quantity during the r 
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Protection! Then and Now! 








PATENT FIRE ARMS MFG. CO. 


NOARK 
NUBLADE SWITCHES 











Growing Sales = 
Repeat Business 


Electrical jobbers everywhere are cash- 
ing in big, featuring NUBLADE 
SWITCHES in their windows. . . In- 
tensive selling and modern merchandis- 
ing methods are possible with the 
COMPLETE NOARK NUBLADE 
LINE ... Manufactured by COLT’S, 
your customers get the same protection 
today, as did the rugged plainsmen in 
°49 with their trusty firearm bearing 
the same name. Precision manufacture 
—there’s nothing else like NUBLADE | 
SWITCHES. The block assemblies are : far j ; 5 7 


matchless—a demonstration will con- 


he 
7 


vince any customer. Jobber salesmen | i, ) 3) ‘yee 


carry these in their pockets and take 


1 i i i Above illustration shows 
pride = showing them. - NUBLADE window display 
by the Roland T. Oakes Co., 
an electrical jobber of 

Holyoke, Mass. 


/ TANDARD 
CoLT’s PATENT FIRE ARMS MFG. Co. wt ceed are standard in all capaci- 


CI ties up to 400 Amperes 230 volts A.C. and 200 
(¢ } iB RICAL DIVISION Amperes 575 volts A. C. Fusible and Non- 
y HARTFORD, ConnNECTICUT, UL. Ss. A. Fusible—2, 3 and 4 pole. Single throw, Quick 


NEW YORK ¢ BOSTON + PHILADELPHIA * CHICAGO « 8AN FRANCISCO Break, Externally Operated, Outside Lockoff. 


NOARK 


NUBLADE SWITCHES 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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The SURE WAY 
to bb a WINNER 


is to sell Electric Ventilation 


LECTRIC Ventilation 
E offers one of the big- 
gest sources of profit in 
the electrical equipment 
field today. More and more 
are people . . . everywhere 
... demanding clean, 
cool, wholesome air. Wherever they go .. . 
to the theatre, restaurant, store . . . they 


insist on fresh air. 


It’s the same in offices, industrial plants and 
many other types of buildings, new or old— 
bad air is bad business. It brings inefficiency, 


carelessness and losses. 


By selling Electric Ventilation you perform 


a real service, not only to your company, but 





to the individual or organi- 
zation to whom you sell 
it. Good ventilation is good 
business. It is a fact that 
business men in all fields 


of activity are appreciat- 


The Ventura Ventilator for factories, garages, restaurants, 
recreation centers—wherever people work or gather. 


ing more day after day. 
The name, American Blower, has been identi- 
fied with the leading manufacturers of Electric 
Ventilating Equipment for more than 49 
years. American Blower products have earned 
an enviable reputation for quality, perform- 


ance and durability throughout the world. 


You will find it easier to sell American 
Blower Ventilating Equipment — especially 
during the hot summer months. Ripe and 


ready prospects are everywhere! _ 


AMERICAN BLOWER CORPORATION, DETROIT, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 





merican Rlower 








é e 2 


VENTILATING; HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 











ill. MANUFACTURERS OF ALL TYPES OF AIR 


SD vw anounc equipment since see 


The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman: selling the greatest quantity during the month. 
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DION id ' DIONS _ 
RADIO ++ TUDES ¥ . RADIO ++ TUBES 











The prestige of selling 


the original radio tube 


WHEN you offer De Forest Radio Tubes to 
your dealers you have a decided advantage 
to begin with . . . the recognized prestige of 
the name De Forest among retailers and con- 


sumers the country over. ( WIN THAT $25! ‘ 


Point out to your dealer the many other ad- | . Remember, $25 goes to the 


. . jobber’s salesman who sells the 
vantages of pushing De Forest Tubes—their ag gy soma nie Agua: este 


higher vacuum—their rugged mechanical con- during the month of July. 
struction, insuring longer operating life—their You’ve got the product! All 


. . you need to win the $25 is a 
heavy oxide coated filaments that give greater nels atin ween wllind 


electronic emission. your work—a little more push 


. . and pep and enthusiasm. 
And the recent price reductions enable your Senubedy leagues went te 


dealers to sell De Forest Tubes to their custom- prize—and it may as well be 
ers at 20 to 25% less than other makes. you. 2 














DE FOREST RADIO COMPANY . PASSAIC, N. J. 


Branch Offices Located in 
Boston, New York, Philadelphia, Atlanta, Pittsburgh, Chicago, 
Minneapolis, St. Louis, Kansas City, Denver, Los Angeles, Seattle, 
Detroit, Dallas, Cleveland. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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— LIST — 


Chromium Finish 


“yr 











(U. S. A. Patent No. 1729937, other patents pending) 


Made in U. S. A. 








Look at these Features! 


— Two Slices — Both SI 


i 





The Commander Line Toaster is 
a two-slice electric automatic 
toaster, compact in size and up- 
to-the-minute in design. Very 
simple to operate, one turn of 
the knob and the toast is done, 
and without a minute of lost 
time. 


Priced within the reach of 
every householder. With its 
many unusual features, the sales 
possibilities offered by the Com- 
mander Toaster are tremendous. 


Commander Toasters measure 8”x8” 
x10¥%@” overall—packed in individual 
cartons—12 to a case—6 to a 
half case. 


Manufactured by 


The Mattatuck Mfg. Co. 


Waterbury, Conn. 








i st “> 
i niorm 


eT) 


des — One Time— 


CLC 


Nothing to watch—automatic timer opens toaster 
when toast is done. 

erated 

One turn of the knob closes the toaster—the Com- 
mander does the rest. 


Resu [ LS 

Every piece of toast the same rich brown on both 
sides. Kept crisp and hot until removed. The 
timer may be regulated for medium or well done 
toast according to individual taste. 


Dependable 


Made from highest grade steel and finest materials. 
Substantial and compact. 


Economical 


Operates on either alternating or direct current, 
using a minimum amount of electrical energy. 


All heating elements carefully guarded against acci- 
dental contact. Important parts sealed against 
tampering. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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HiHJOr 


HEGEMIT 
RECEPTACLE , 


ff é ~ 4 





ALL BAKELITE — face and base; most sturdy, 

: Solid construction. With Finding Ridges which 

FIND the slots at the slightest pressure of plug prongs. 

Modernist design of receptacle face enhances the STYLE 

of the lustrous brown Bakelite. Matches perfectly your 
“HEGEMITE’” Wall Plates with mat surface or art- bordered. 
Receptacles TOP-wired for handy connections. No. 7725 is the 
Duplex; No. 7724 the Single. Make them COUNT toward the 
handsome total you'll score on H &H goods in the July Sales Contest! 


NSH’ 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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“Use a Kondu instead 


of a Thread’”’ 





Who wouldn’t invest a dollar 
to get back over $4? 


ERE was a little installation of only 24 outlets—for illu- 
minating four clock dials. 
And the contractor made over $4 extra profit on every 
dollar he spent for KONDU Threadless Fittings! 
First he figured the cost with ordinary fittings— $47.65 for 
labor alone. Same labor rate per hour, plus the cost of 
threading, extra unions, etc. 
Then he figured it with KONDU fittings. The Estimated—and 
actual—labor cost was $31.00. An extra profit of $16.55 on 
this small job (details on request). 


Where it’s hardest to show a profit, 
KONDU will serve you best! 
No matter how tricky the conduit installation, you can do 
it economically with KONDU. KONDU slips over the ends of 
conduit, either threaded or unthreaded. Goes in easily close 
to corners, girders and partitions—as quickly as in the open. 


oe 


— 





And KONDU comes out of the line for changes just as easily 
as it goes in, without disturbing conduit. 


Have you the latest KONDU Catalog? Write for it. 


ERIE MALLEABLE IRON COMPANY 


Kondu Division 





Used on this clock a 
tower, KONDU made 600 West 12th Street, Erie, Pa. 


a big saving in time > 364 


and labor. No threads 


to cut—no climbing f 
down the ladder to a , 

t=: threading machine, or a 
hoisting pipe stocks ll 
and dies up into the 
tower. 


The improved threadiless fittings 











The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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SOMETHINGS WRONG 
CHARLIE -THE THING 
WOn'T START - GUESS 
WELL HAVE TO LOOK 
INSIDE 











WELL! HERE WE 
ARE! |SEE THE 
BOYS ARE GETTING 





OH, HELLO 
CHARLIE !-B-B 
B-BuUT | BRUISE 
SO EASY — 
MAYBE 1'D 
BETTER 


HELLO Quintus! 
IM FLYING UP 
TO YOUR TOWN 
-HOP IN THE CAR 
AND WE'LL 
RUN OUT To 
THE AIRFIELD 





























SH! I'M GITTIN' 
ME ONE OF THESE 
LIGHTS WHILE 


THE GITTIN'S Goopo 























HERE, JIM, YOU KEEP 
THIS BUSS LIGHT AROUND 
HERE, WE MIGHT 

NEED iT AGAIN 


HEY! WAIT A MINUTE 
SOMEBODY MADE OFF 
WITH MY OTHER Buss 
LIGHTS -1 CAN'T LET 
~*~ HAVE THAT ONE 





AW ! COME ON - DON'T 
WORRY ABOuT YOUR OLD 
LIGHTS! WE'LL GET YOU 
SOME MORE, ONE OF THESE 

“DAYS! 





Li B: ANA 
Bb. 


Ss 




















WELL, YOU JUST 
AS WELL KILL ME 
IN THE PLANE THEN, 
“CAUSE THE FAMILY 
WILL SURE KILL 
| ME FOR NOT § 
BRINGIN? ‘EM THEIR 
BUSS LIGHTS A 











NEW USES FOR BUSS LIGHTS POP UP EVERYWHERE -THATS WHY THEY 
ARE AN ALL-THE-YEAR-ROUND SELLER-AND DEALERS WHO DISPLAY ‘EM SELL 
‘EM — THEN YOU SELL THE DEALER MORE -AWD EVERYBODYS HAPPY 





BUSSMANN MFG. CO. ST.LOUIS 


DIVISION OF MCGRAW ELECTRIC CORP. 


The products of this company are entered in the prize contest for this month. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Alabax 
Lighting Units 



















These new pieces will 
help you build your vol- 
ume on P&S products in 
the July Contest because 


of— 


Profit to your cus- 





tomer 


Appearance 


Quality 


Dependability 


Turn every call into a 





sale. 





AL-3100 








“Those who know the facts insist on ALABAX” 





PNSS & SEYMOUR. Inc. 


DIVISION J SOLVAY STATION SYRACUSE, N. Y. 
NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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ADVENTURES 
of the— 


ROFITWISE 
DEALER 








SALESMAN:—I represent the Flybnight Radio Tube. 
Wait till you see our advertising. 


PROFITWISE 
DEALER:— All right, Pil wait! 





*More dealers are Profitwise today than 
ever before. Sylvania to them is the name 
of high quality tubes. Backed by three 
years of Broadcasting. The Sylvania For- 
esters. Magazines. Billboards. Newspa- 
pers. Dealer Helps. Profit Protection. 
You tell ‘em. They’re listening, when 
you do. 


RADIO TUBES A 


Licensed Under RCA Patents 


SYLVANIA PRODUCTS COMPANY, Emporium, Pennsylvania 








It’s the tube that makes the radio 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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No. 3961-BH 
|Glo-Guide Handle] 























——- 
ytects and 


niractors 


ever ‘iywhere 


AO < 


/ 


/ 


j 


No. 3962°-LUM. 














of switches. 





Ihe BRYANTnew 


enclosed Cup Switches 
SERIES No.39 01 


Go after business on this line 


They are easy to sell and your 
efforts will help you win The 


Jobber’s Salesman prize. 





















““ ‘~ 
4 
* 


THE BRYAN 


a 


ELECTRIC COMPANY 






‘ — 


MEE BRIDGEPORT, CONNECTICUT : 
_-NEW.YORK “PHILADELPHIA CHICAGO SAN FRANCISCO~ 
Ls , =< ™ ~~ 
Gi “5 MANUFACTURERS OF “SUPERIOR WIRING DEVICES’: SINCE 1888 ™ ~~ 
Pn nN - a Manufacturers of HEMCO Products. ‘\ ‘ 2 > 





The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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The Business Paper... 


and 
the Open Mind 


“CHOW me a business that has ceased to think” 
says John Moody, famous economist and invest- 
ment advisor, ‘“‘and I’ll show you a firm that is on the 
down grade. Show me a concern where ideas are 
no longer welcome and I'll show you one that is 
getting ready to die of dry rot. Show mea company 
that has cut itself off from the stimulation of other 
men’s thought and other men’s knowledge and I 
will show you a firm whose days are numbered.” 
And on the other hand, wherever you find a 
healthy, progressive corporation you will find the 
open mind. You will sense an alertness to know and 
use the experience of others. Almost inevitably you 
will discover that executives regularly and systemat- 
ically read the business papers of their own and 
related fields. Indeed, it is a fact, striking in the 
frequency of its recurrence, that outstanding firms 
make a policy of requiring executives to follow busi- 
ness papers for new ideas, new facts, new develop- 
ments. From such a policy springs the perennial 
resourcefulness that brings success. 


The business press of today does more than any 
other single factor to keep business on its toes. 
Leading thought, improving methods, continually 
adding to the available store of exact working infor- 
mation, the business press performs a very real ser- 
vice to the Nation. 

To that service the business paper of today owes 
its influence with business men. To that influence 
it owes its position as a strong, independent organ- 
ization; commanding a sound, paid circulation; court- 
ing no favors; truckling to no influence; earning its 
advertising revenue because it is the kind of publica- 
tion in which advertising is both read and believed. 

















John Moody is among the best known of 
economists and financial advisors. As a writer 
on business subjects he is scarcely less well 
known than as President of Moody's In- 
vestors’ Service, investment counsel to many 
great financial interests. A keen analyst of 
businesses as investments, few men have bet- 
ter opportunity to evaluate progressive man- 
agement as a factor in success, or to observe 
the outstanding part played by technical, 
industrial and merchandising papers in the 
development of modern business. 


A MIP- 


THIS SYMBOL identifies an ABP paper... It 

stands for honest, known, paid circulation; 

straight-forward business methods, and edi- 

torial standards that insure reader interest... 

These are the factors that make a valuable 
advertising medium. 


This publication is a member of the Associated Business Papers, Inc... . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising 
fields, mutually pledged to uphold the highest editorial, journalistic and advertising standards. 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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‘To Make 


Your Customers 
Better Ones 


Cutler-Hammer 














Advertising Features 


Mr. Benj. Olsen, President of The M ethods of Successful 


Henry Newgard & Co., promi- 
nent Chicago contractors, says, 


“‘We ofte york hs 
uadiaen’ aimee en te othe Contractors eoeeeeeeeg  @ @ @ 


from the old idea of the con- 
tractor’s work. We find this 


ve Briones contractors mean better cus- 
tomers. Often the stimulus of example 
is all that is needed to develop a contractor 

into a better business man. 


For this reason, Cutler-Hammer Advertis- 
ing does more than feature a product. It gives Sita: tk iat Wieianien of 

Sacha, Ix -- St. Louis, Mo., sa cw, 

your customer an example to follow. It re- Sechs, Inc.. St. Louis, Mo,, says. “We 


peats the actual experiences of successful ‘tail of wiring plans correct, complete 


2 “ : and modern, using every job as an op- 
contractors (four of which are given herein _ portunity to prove ourselves to our 
A - riends and clients, particu arly w nee 

part). It tells how these men build prestige, — seme unusual problem is involved. 
expand their business by giving unasked-for 
help to the builder while planning the job— 
in short, by giving the builder more than he 
asks or expects. It shows your customer how 


he, too, can gather in new business, retain 
the old. 

Linked with these interesting experiences 
is the story of Cutler-Hammer Products. The 
Cutler-Hammer Line of Wiring Devices con- 

























































Mr. H an Andrae, President ° a - 
(seated), and Mr. George Andrac, tains @ wiring device for every purpose—backed 
General Manager of Herman Andrae P 
Electrical Co., Milwaukee, Wis. by overa quarter century of experience. To 


“Giving extra, unasked for, unex- 


pected help builds business. We find offer your customer Cutler-Hammer Wiring 


one of the chief factors in building 


our business has been to study in | Devices is to ally yourself with a line of un- 
advance the needs ofourcustomers-" Questioned quality and with a merchandising 
program planned to make your customers 
better ones. Mr. Clyde L. Chamblin, President of 


the California Electrical Construction 

U A Co., says, “Architects and owners are 
TLER-H MMER, Inc. leaning “ us more every day. Nearly 

’ ‘ every job comes to us in an unfinished 
Pioneer Manufacturers of Electrical Apparatus state. We always confer with the archi- 
1286 St. Paul Avenue tect or owner before starting the job, 

giving our ideas; then proceed to do the 


MILWAUKEE + WISCONSIN job just a little better than expected.” 


UTLER HAMMER 


MODERN WIRING NECESSITIES 





























The products of this company, are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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I am needed in 
more places 
than ever before 


co - — 


pce ay asy to U Se 
Quickly Installed 
A quarter turn of two screws and the entire 


mechanism comes out intact. Connect con- The new Tork Clocks are popular with the people 


duits easily to roomy case {5 knockouts}. 


eer nie ie they rere al who use them. The dial arms set easily, definitely 
ee without disturbing dial and without tools. The center 
wind, with key always in place, is constructed to make 
overwinding impossible. The switch may be operated 
safely and easily by hand without affecting the auto- 


matic operations. 


TORK CLOCKS 


are used all over the world for turning elec- 
tric lights on and off regularly at the right 
ae. times in store windows, electric signs and 
To Renew Old Models for a great variety of timed electrical service. 


The new cut-wheel movements may be quickly 
installed in old type Tork Clocks. The best Latest Price Bulletins on Request 
way in the world for a couple hundred thou- 
sand customers to get practically new Tork 


Clocks for a ten dollar bill apiece. Specify 
No. 18HO Time Motor for such renewals. TORK CLOCKS, Inc., 12 EAST 41st ST., NEW YORK, N.Y. 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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C. H. Wilson 


(Continued from Page 34) 
remain in one place permanently. 

That place proved to be Long 
Island again and Mr. Wilson made 
the sort of business arrangement that 
would allow him the greatest amount 
of time with Mrs. Wilson and their 
first child, Minnette, who was born 
in 1920. He bought a hardware 
store and in two years built it up 
to a volume that surprised even him- 
self, largely through his method of 
handling customers. His wife’s 
health was at last normal and he 
began to feel that the sacrifices had 
been well worth while. A _ second 
child, Marguerite, had come in 1927. 

Early in 1928, however, like a bolt 
from the blue, came an attack of 
pneumonia on the baby, then a year 
old. In her close attendance on her 
child, Mrs. Wilson also was stricken 
and passed away, while the baby 
recovered. This shattering of all 
hopes and plans made a change of 
some kind imperative. Mr. Wilson 
sold his business at a_ substantial 
profit and took a long trip both for 
the sake of his health and peace of 
mind and to look the ground over 
for his next venture. 

In July, 1928, he was made man- 
ager of the Republic Division of the 
Lake States General Electric Supply 
Co., at Cleveland, Ohio. Here he 
proceeded to do just the sort of job 
that would be expected of him. 
After only a couple of weeks at the 
helm, he had his organization solidly 
behind him and he was “Chief” there 
as he had been before. That he 
could step back into a jobbing house 
and carry on as if he had never been 
out of the business for a minute is 
explained by the fact that he has 
never let himself get out of touch 
with the fundamentals of wholesal- 
ing. On the other hand he does not 
employ any fancy ballyhoo in getting 
the business, sticking closely to the 
fact that here are a large number of 
customers who are in the market for 
electrical goods, and who will patron- 
ize his firm in proportion to the kind 
of service they receive. 

On May 29, 1930, Mr. Wilson 
married Florence Knight of Kirk- 
wood, Mo. Mrs. Wilson prior to 
her marriage was secretary and treas- 
urer of the Mound City Electric 
Engineering Co., St. Louis all of 
which is proof indeed that he is 
electrically minded. 


prize will be awarded the salesman selling the greatest quantity during the month, 

















LATROBE 
PRODUCTS 


Are leaders for you 


in the summer 
sales contest.... 





300 ‘‘Latrobe’’ Mid- 


get Floor Receptacle 





100 ‘‘Latrobe’’ Non- 


adjustable Watertight 
Floor Box—Without Re- 


ceptacle 





No. 401 “Bull Dog’’ In- 


sulator Support 





**Keystone’’ 


Fish Wire 





Right now is the time to get an 
early start boosting your sales dur- 
ing July and August . . . and you 
may win a $25 prize. 


Fullman LATROBE PRODUCTS 
—floor boxes, junction boxes, fish 
wire, benders, etc., are 
in big demand by your customers. 

Nothing else like them, as 
recognized leaders for 
quality and long satisfactory service. 
In addition, Fullman’s 100 per cent 
jobber policy assures unusual prof- 
its for you on every sale. 


conduit 


they are 


FULLMAN 
MEG. CO. 


PA. 


LATROBE 


Ne. 625 
duit Bender 


“‘Latrobe’’ Con- 











































The products of this company are entered in the prize contest for this month. 
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Fred A. Wiebe 1s vice-president of 
the Radio Wholesalers Association, 
vice-president of the National Federa- 
tion of Radio Associations, president 
of the St. Louis Radio Trades Asso- 
ciation, and vice-president of the 
Brown and Hall Supply Co., St. 


Louts. 
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been anestablished fact in older industries. 


In thts 


editorial Fred Wiebe strongly emphasizes the posi- 


tion of the jobber’s salesman in the radio industry 


and his responsibility to his dealers 


N CLOSING the door on the Atlantic City Trade 
Show of the Radio Industry, we are left with a 
marked impression of the splendid progress of 

organized stablization being enjoyed by the industry 
at this time. 


Never before have I been able to so definitely 
measure the realization of my vision of what the 
industry should be. Now, however, it appears we 
have come to the “open door of organization.” No 
longer is there room in radio for the manufacturer, 
jobber or dealer who is distant, distrustful, suspicious 
and fearful of his competitor in the same line of 
business. As I have always felt it should be and as 
we have practiced, I now find the majority of com- 
petitors from manufacturer to dealer opening the door 
for everyone and always ready to co-operate with 
individuals and groups in the best interest of the 
industry as a whole. This new condition is exactly 
as it should be with men in the same business. There 
is no room for the manufacturer, jobber and dealer 
who does not subscribe to this principle of business 
progress in radio. 


More and more is sound business procedure playing 
an important part in our merchandising scheme. 
Successful firms in any business are always counseling 
with experts in their own field, successful operators, 
attorneys, etc. So is must be with the successful 
radio manufacturer and jobber. The manufacturer 
must counsel with his wholesalers on all matters per- 
taining to the distribution of his product. The 
wealth of knowledge and experience in radio distribu- 
tion gleaned from the wholesaler is the key-note of 
the manufacturers’ successful and profitable operation. 
The same counseling operation by the distributor with 
his dealers provides the authentic data for merchan- 
dise commitments, sales promotional plans, advertis- 
ing schedules, etc., which make for success and profit 
in wholesaling. Again the wholesaler who religiously 
seeks from and provides expert distribution counsel 





to his dealers is best equipped to maintain efficient 
territorial counsel service with his manufacturer to the 
ultimate success of the product and all engaged in its 
sale. The aforementioned policy has always been 
followed by my company and it is gratifying to find 
a conversion taking place in this respect among the 
majority of our tradesmen. 


In the matter of the jobber progress in radio mer- 
chandising it would be well to remember that the 
jobber’s salesman is the most important cog in our 
distribution machinery. Ofttimes the jobber salesman 
torgets that the spontaneous demand era has long 
since gone and no dealer is anxious for him to come 
get an order. It must be remembered that the crea- 
tive merchandising era now embracing our every day 
distribution calls for men with creative minds. 


HE jobber salesman today must be able, as we 

have trained and continue to train our men, to 
analyze each radio dealer account and on each call 
have a well planned sales promotion idea to sell the 
dealer and forget the order until he feels he has 
really sold the dealer or delivered to him at least 
an idea that will be productive when practiced. 


The jobber salesman who successfully pursues this 
course will get the dealer’s business and in addition 
his unfailing loyalty. The last thing I want my 
salesman to do is ask any dealer for an order. How- 
ever, understand me, if my salesman does not deliver 
what I send him out to deliver then he must remem- 
ber that the last thing he must do ts ask for an order. 
My most successful salesmen today are sought after 
by our dealers for counsel and they never ask for 
orders. 


A consistent contact with your dealers by personal 
call and by weekly bulletin accomplishes remarkable 
results. Such contacts make it possible to pass on 
to your dealers previously planned sales ideas for 
which the radio dealer is ever hungry. 
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ADIO 


The recognition of the jobber’s salesman as the most 
important cog in the field of distribution has long 
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Radio Wholesalers Association, Inc. 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 





R. W. A. Holds Featured 
Meeting 

The Radio Wholesalers Associa- 
tion held but one open meeting dur- 
ing the trade show and convention 
at Atlantic City, with Harry Alter 
of Chicago, presiding. He opened 
the meeting with an address on the 
activities of the R. W. A. enumer- 
ating them chiefly as follows: 

Capper Keily Bill. The Associa- 
tion has taken a decided stand in 
favor of the Capper Kelly Bill which 
has been before Congress for many 
years but for the first time receiving 
a favorable report from the sub- 
committee this year. Members of 
the R. W. A. have written and wired 
to their congressmen urging the sup- 
port of the measure. Mr. Alter 
called their attention to the necessity 
of writing their congressmen im- 
mediately in detail, completely cover- 
ing all of the advantages to the 
general trade in the supporting of 
this measure. He urges personal 
representatives being sent to Wash- 
ington and every possible co-opera- 
tion extended in this manner. 

Tube situation. For the past two 
years the R. W. A. has been making 
a considerable effort to stabilize the 
handling of radio tubes. Several 
surveys have been made by the exe- 
cutive offices and the results sub- 
mitted to the proper authorities with 
the result that we feel in a large 
measure that we are responsible for 
the better tube conditions prevailing 
in the industry during 1929. The 
tube committee is still hard at work 
in attempting to solve the difficulties 
involved in the handling of this type 
of merchandise. 

Mr. Alter spoke of the activity of 
the R. W. A. in conducting an adver- 
tising survey in Chicago. This ad- 


Robert Himmel, 
Chicago 


Howard Shartle, Sec. 
Cleveland 


Treas. 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 
Executive Vice-Pres. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 
Chicago 
The Information on this and the Following Pages has been Prepared 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1920 


vertising survey was made by an 
advertising agency. Some 300 com- 
munity and county newspapers within 
the Chicago and metropolitan area 
were covered by the agency. Great 
variances in rates was discovered, it 
being found that some wholesalers 
were paying $1.50 an inch for the 
same type of advertising at the same 
time others were paying 75c an inch. 
It was further found that many 
retailers were working in harmony 
with the newspapers in having the 
wholesaler carry the entire burden of 
the advertising instead of the fifty- 
fifty arrangement that was supposed 
to be in effect. Great discrepancies 
in the numbers printed to those that 
were supposed to have been printed 
were discovered. The net results of 
this survey meant the standardizing 
of advertising rates and the necessity 
of the publisher in issuing truthful 
statements concerning the circulation. 
A savings of approximately $125,000 
in the advertising bills of the radio 
industry in Chicago was effected and 
the activity is strongly recommended 
to every metropolitan community. 
Another activity taken up by the 
members of the R. W. A. is that of 
establishing an audit bureau. This 
audit bureau installs a uniform cost 
accounting system in the dealer’s 
place of business. The wholesalers 
in the group furnish the books free 
of charge, while the dealer pays for 
the installation and monthly service 
charge. Each month every dealer’s 
books are audited by the auditing 
firm, with the result that his busi- 
ness i$ kept on an even keel and he 
knows exactly what the true picture 
is of his business. The R. W. A. 
has complete details as to how these 
plans can be placed in effect and 
brought to the attention of every 


wholesaler. It is very valuable, in 
that facts and figures can be ex- 
changed at the end of each month 
so that the retailers themselves can 
compare their operating costs with 
the average of the other retailers, and 
in this manner know definitely 
wherein their costs vary with those 
of the average. It offers to the 
wholesaler a definite means of pro- 
tecting their credit allowances by 
means Of supervised monthly reports 
made of each dealer’s books to the 
group. 

Advertising standards have taken 
a decided turn during the last year, 
with the result that the executive 
offices delivered a model set of stan- 
dards for radio advertising which 
was adopted and endorsed by the 
board of directors. Copies of the 
standards for radio advertising are 
available to all members of the 
R. W. A. and additional copies can 
be secured at cost price. The stand- 
ards have also been endorsed by 
the N. F. R. A. and are being circu- 
lated by that organization through 
the Better Business Bureaus, manu- 
facturers, local associations, and 
everyone interested in the advertising 
of radio products. It is believed that 
the adherence to the practices as 
recommended will result in establish- 
ing greater public confidence and 
good-will toward the radio industry. 

A monthly survey inaugurated by 
the R. W. A. for its members is 
one of the greatest and most impor- 
tant activities it has ever undertaken. 
The industry has agreed that one of 
the primary causes for the distressed 
merchandise sales was that of over- 
production, and it is with this thought 
in mind that the R. W. A. executive 
offices are undertaking a monthly 
survey of radio sales and inventories 
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(This message to retailers is appearing in all radio trade and business papers for July) 


When you pick your radio line for fall... 


Pf] 


The public is awake to 


IT was tough last winter for the manufacturer and 
dealer who had nothing to offer but gadgets 
and tricks. Tough for radios built without the neces- 
sary combination of research and experience. Tough 
for the dealer left in mid-season with little or no 
advertising support. 

Think back a year. Remember the glowing prom- 
ises based on “tricks” ?—on trick tuning — trick names 
— trick “allowances” — trick “controls”? Remember 
the sudden withdrawal of advertising support when 
the public refused to bite? Remember the “dump- 
ing,” with dealers usually holding the bag? Re- 
member that over 7,000 dealers were forced to 
close their doors during the season? 

Then, remember too, that Majestic advertising 
continued without a break! Majestic dealers sold 
radios! Almost one-third of all the A. C. radio busi- 
ness in the entire country went to Majestic dealers! 


GRIGSBY-CRUNOW 





Licensed under patents and applications 
of R.C.A.and R.F.L., Hazeltine and 
La Tour, by Lektiphone, Lowell & Dun- 
more and Hogan License Associates. 


World's 


Largest Manufacturers 


COMPANY, 





values — wise to tricks 


These dealers stayed in business— got their profits 
— paid no penalty for manufacturers’ mistakes. 

This fall, a few surviving manufacturers and a 
few new ones are no wiser than last year. The 
tricks that flopped then are offered again on “new” 
models — new lines. You are invited to hold the bag 
again. Think—before you choose your line for fall. 

Majestic will continue to offer performance in- 
stead of promises. Tone instead of tricks. Research 
instead of rhapsodies. Every Majestic will be the 
best radio that modern science can design. Majes- 
tic improvements will be necessary, sound, proved 
improvements. Sales will be maintained through 
powerful, continuous advertising. Discounts will be 
attractive. Business will be good. 

Majestic is the line to choose for sure, contin- 
uous profits. Make your arrangements now. Keep 
in touch with your Majestic distributor. 


CwICAGe, Ws Ss. As 





RADIO | 


of Complete Radio Receivers 
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Charles Weicensang, sales manager of 
the Hyland Electrical Supply Co., 
Chicago, and Bill Steinmetz of Stein- 
metz & Kelly, Chicago, were picking ’em 
up and laying °em down on the Board- 
walk during the recent R. M. A. trade 
show. Charlie says his dogs burned for 
a week after the convention. 





among its membership. This survey 
reveals the actual total volume of 
radio sales among the members of 
the association and forewarns the 
manufacturer of the potential market 
that is available through his whole- 
saler’s outlets. The monthly survey 
has been endorsed by the R. M. A. 
and was enthusiastically received by 
its individual members. It has been 
the first time that a constructive step 
has been made in attempting to fore- 
cast the actual sales of radio sets and, 
while it cannot limit production, it 
does offer a concrete picture of the 
true conditions within the field. 

The executive offices have also 
made a survey of the supplementary 
lines being handled by the members 
of the R. W. A., such as lamps, 
outboard motors, boats, washing 
machines, sporting goods, and so 
forth. Members of the association 
can write the executive offices who 
will furnish them with a list of the 
members handling the lines they are 
interested in investigating. Direct 
communication can then be estab- 
lished which will enable a wholesaler 
to determine the advisability of han- 
dling that product. It is felt that this 
mutual interchange of information 
will be of great benefit to the mem- 
bership. 

Traffic. The traffic committee has 
been very active during the last year 
and in co-operation with the traffic 
committee of the R. M. A. has 


secured a reduction in freight rates 
on radios which effects an approxi- 
mate savings of $1,500,000 in the 
annual freight bills. The organiza- 
tion has secured a reduction in the 
minimum car-loadings of radio cabi- 
nets with loud speakers combined, 
retroactive to September 7, 1927, 
which has resulted in many members 
filing back claims which have paid 
their dues for several years. Arrange- 
ments have been made with an audit- 
ing organization in Chicago whereby 
charge is filed and reparation is se- 
cured, a reduction on the usual fee 
is made. The usual charge for 
freight auditors is 50% of the 
amount saved, through members in 
the R. W. A. the charge is only 40% 
of the claim, which will effect a sav- 
ing of many dollars for the member- 
ship. 

Executive vice-president H. G. 
Erstrom spoke of the assistance the 
executive offices were ready and cap- 
able of giving to the individual mem- 
bers in solving their individual prob- 
lems. Many members have made 
direct requests for assistance in 
securing reparations, adjustments, 
shipments, and so forth, which have 
been successfully carried out by the 
offices. The executive offices are pro- 
moting National Radio Week in 
conjunction with the N. F. R. A. 
Sample streamers and posters, to- 
gether with seals on National Radio 
Week will be sent to all members 
within a short period of time and 
very wholesaler is urged to co-op- 
erate in bringing radio to the atten- 
tion of the public for one week. 

The next meeting of the R. W. A. 
will be in Indianapolis, Monday and 
Tuesday, February 16, and 17, 1931. 
This is the next business session of 
the association and every member 
should plan now on attending this 
event. The Cleveland convention 
was the most outstanding one ever 
held in the history of radio. The 
“down-to-facts” discussion that took 
place greatly benefited every whole- 
saler, making his visit to the con- 
vention very profitable. 

se & 


Rodriguez Attends Conven- 
tion 


Arnesto N. Rodriguez, manufac- 
turers’ agent at Havana, Cuba, trav- 
eled many miles to attend the Na- 
tional Electrical Wholesalers Asso- 
ciation convention at Hot Springs, 


Va. Incidentally Mr. Rodriguez has 
been a subscriber to THE JOBBERS 
SALESMAN since 1922. 


ok ok % 


Wholesaling Health 
Apparatus 
(Continued from Page 13) 


all of our customers are doing a re- 
peat business, and these repeat or- 
ders are continually growing in indi- 
vidual size. A _ typical customer 
whose repeat orders at first were for 
one or two units now orders four to 
six at a time. There is a limited 
field in the sale of wiring supplies, 
and a major appliance is necessary. 
We believe that health apparatus are 
the best major appliances of today. 


* -* * 


The Prodigal Son Has 
Returned 
(Continued from Page 9) 


1930 models included an automatic 
volume control. 

The National Federation of Radio 
Associations met during the Trade 
Show. It was presided over by J. 
Newcomb Blackman, president. He 
spoke on the value of Associations 
and the closeness with which they 
work in the radio industry. Like the 
R. W. A., the National Federation 
stressed the necessity for supporting 
the Capper-Kelly Bill. 

The feature of the R. M. A. meet- 
ing was the plea made by H. B. Rich- 
mond, president of the Association 
for the adoption of a patent inter- 
change plan that would end the 
patent litigation. Among the prom- 
inent speakers at the R. M. A. meet- 
ings was Major General C. Mck. 
Saltzman, chairman of the Federal 
Radio Commission, who assured the 
members that any change in present 
allocation would be made along 
sound engineering lines. 

The new officers elected are: 
Morris Metcalf, vice-president and 
treasurer of the American Bosch 
Magneto Corp., Springfield, Mass., 
president; Joseph L. Ray, Vice- 
president, R. C. A.—Victor Co., New 
York, first vice-president; B. G. 
Erskine, president, Sylvania Products 
Co., Emporium, Pa., second vice- 
president; Arthur Walsh, vice-presi- 
dent, Thomas A. Edison, Inc., third 
vice-president and E. N. Rauland 
president of the Rauland Corp., 
Chicago, treasurer. 
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Arthur J. Selzer Dies 


Arthur J. Selzer, commercial agent 
for the Westinghouse Electric Sup- 
ply Co., died suddenly at Hot 
Springs, Va., while attending the con- 





Arthur J. Selzer 


vention of the National Electrical 
Manufacturers Association. 


Mr. Selzer was graduated from | 
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x. y "Catalog No. 1843 


= yaaa Switch cabinet open, switch 
Catalog No. 1423 closed. Note that switch 


Switch cabinet open, switch blades are in clear sight at 





closed. Note that. switch all times, making inspection 
blades are in clear sight at very simple. Ample wiring 
all times, making inspection space is provided. 


| very simple. Ample wiring 
| space is provided. 


Evansville, Ind., high school. In | 


1904, he entered the electrical supply 
field, obtaining his early experience 


as a salesman with the Varney Elec- | 


trical Supply Co., Indianapolis, and 
with the Electric Appliance Co., Chi- 


cago. In 1915, he became sales man- | 


ager of the Central Electric Co., 


Chicago, in 1920 general manager of | 
the B-R Electric Co., Kansas City, | 


and in 1925 manager of the New 
York district of the Manhattan Elec- 
tric Supply Co. He came to the 


Westinghouse Commercial Invest- | 
ment Co. as commercial agent in | 


1926. 


* * k 


Warren J. Green Installs 
Improvements 


A Burroughs bookkeeping machine | 


and equipment were installed in the 
offices by Warren J. Green, Inc., 
Watertown, N. Y. 


2K *K * 


Two Westinghouse Iowa 
Branches Take on 
“Kelvinators” 

The Mason City and Waterloo, Ia., 
branches of the Westinghouse Elec- 
tric Supply Co., Inc., have taken on 
the distribution of “Kelvinators” in 

Iowa. 


prize will be awarded the salesman selling the greatest quantity during the month. 


The ultimate installation cost is what is 
important to the Contractors. 


It is essential, therefore, that Jobbers 
give careful thought when selecting 
Safety Switches for distribution among 
their Contractors. 


Wadsworth engineers’ years’ of actual 
installation experience, combined with 
sound design, quality material and care 
in manufacturing, permits Wadsworth to 
offer switches that meet the most rigid 
requirements. 


Switches that provide the simplest and 
the most practical method of making an 
installation—that give satisfaction and 
are in demand, assuring satisfied cus- 
tomers and repeat business. 
































| The WADSWORT CTRICMEGG INC. 
Covington ntucky. 


| WADSWORTH 


| SAFETY SWITCHES 






































The products of this company are entered in the prize contest for this month. 
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The Independent Wholesalers 


(Continued from Page 11) 


their basic problems are identical. 
That being the case, the electrical 
wholesaler should consider himself in 
a fortunate position if through know- 
ing what grocery wholesalers have 
done to insure their future, he can 
be reasonably certain of securing his 
own by doing more or less likewise. 

Not that grocery wholesalers who 
have withstood the onslaught of 
chain competition did anything that 
some of the independent electrical 
wholesalers are not doing now. But 
if the independent can know that cer- 
tain plans properly carried out will 
positively fortify his position, it cer- 
tainly should improve his morale to 
a considerable extent. 


It must be remembered that in the 
grocery field the wholesalers were 
facing a much more serious proposi- 
tion because their competition was 
not merely from chain-wholesalers, 
but it was, and is today, with chains 
that do all the wholesaling, some 
manufacturing, and in addition 
own their own retail outlets. There- 
fore, to draw a parallel of what the 
wholesale grocers were facing, we 
would have to imagine that the whole- 
sale-chains in the electrical field had 
established their own outlets. 

In certain heavily populated sec- 
tions grocery chains are actually 
doing between 40% and 50% of the 
total grocery business, which means 
that in those sections the independent 
grocery wholesalers gradually lost 
umost one-half of their potential 
customers. 


Imagine what would happen in the 
electrical field if 40% to 50% of the 
total available business were done 
through wholly chain-owned contrac- 
tors and retailers. Well, if you 
have imagined just what would hap- 
pen under those circumstances to 
you and other independent electrical 
wholesalers, you are probably willing 
to profit by what was done by some 
of the grocery wholesalers who sur- 
vived. 

Briefly, the practices which have 
helped those wholesalers to stay in 
business and protect their independ- 
ence can be summed up as follows: 
(1) balanced purchases; (2) taking 
all cash discounts; (3) elimination 
of wasteful practices in all internal 
operations; (4) operating in a prop- 


erly limited territory, and (5) con- 
structive sales methods. 

Perhaps the best proof of what can 
be done by the proper application of 
those fundamental requirements is 
the case of a wholesaler in a mid- 
western city. I had been told that he 
was doing business at an almost un- 
heard of and extremely low rate of 
operating cost and so decided to go 
there and see how he did it. 

Here is what I found: 

His warehouse was located in a 
very accessible location at the fringe 
of the retail district. He kept a per- 
petual stock record. He had accu- 
rate information on time that various 
goods consumed in transit, which is 
an important matter when a whole- 
saler is located some distance from 
the manufacturer. His purchases 
therefore were kept well in balance 
with his sales. He discounted all his 
bills. He only sold to customers who 
discounted their bills. 

His customers were within a 
radius of 50 miles from his ware- 
house. He had no salesmen known 
by that term, but maintained several 
contact men so that each customer 
would be called on once each week 
and be given active, expert advice 
and co-operation in making his busi- 





ness pay better profits. This whole- 
saler had cultivated good accounts 
and succeeded in proving to them 
that they should buy the majority of 
their goods from him. Consequently 
his orders showed a high average 
value and the small-order evil was 
thus almost eliminated. Yet he owns 
no stock nor has any financial interest 
in any one of his customers, and no 
customer owns any stock in the 
wholesale house. 

All this was done at an operating 
cost of 6% to which he added 2% 
for net profit. 

This grocery wholesaler is doing 
nothing that an electrical wholesaler 
could not do also, and yet, how few 
are doing it. But that they must 
make themselves more efficient and 
co-operate constructively with their 
customers if they wish to survive is 
absolutely a foregone conclusion. 

This building of mere buyers into 
profitable customers is the very thing 
that chain wholesalers are doing and 
that has allowed them to gain such 
headway. I have studied this matter 
in a number of towns and cities and 
in nine cases out of 10 I found that 
the successful electrical contractor or 
dealer was receiving close co-opera- 
tion from a chain wholesaler. 





J. Newcomb Blackman, president of the National Federation of Radio Associ- 
ations, was one of the early arrivals at the sixth annual convention and trade show 
of the Radio Manufacturers Association held at Atlantic City the week of June 2. 
Left to right are: Arthur L. Walsh of the R. M. A. reception committee; James 
Burt, official host for the Atlantic City Radio Dealers Association, and Mr. 
Blackman and H. G. Erstrom, managing directors of the Federation. 
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FACTS 


have sold millions of 
ARCTURUS BLUE TUBES 





QUICK ACTION 


There’s no question 
about QUICK ACTION 
when you use Arcturus 
Tubes...the program 
is there in 7 seconds by 
your watch. 





CLEAR TONE 


There’s no hum, no 
background noise, to 
mar the CLEAR TONE 
that is characteristic of 
Arcturus Tubes. Test it 
yourself on any program. 
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THESE THREE 


LONG LIFE 


Exceptional ability to 


withstand overloads — 
easily proved on your 
meter—has given Arc- 
turus Tubes the world’s 
record for LONG LIFE. 








HOUSANDS of Arcturus dealers know the cash 
value of these Arcturus performance features. 
They know that Arcturus Tubes are superior tubes 
because they have tested their Quick Action, Clear 
Tone and Long Life. 
They know that Arcturus performance can be force- 
fully demonstrated to any customer. 
And they know that Arcturus superiority is lasting 
superiority—keeping any set operating at its best. 
Isn’t this the kind of tube you can safely back with 
your time, your selling ability, and your reputation? 
ARCTURUS RADIO TUBE COMPANY, NEWARK, N. J. 


Arcturus 127 Detector, 
famous throughout the 
Radio Industry for 
Quick Action, Clear 
Tone and Long Life. 


If you are not now sell- 
ing Arcturus Tubes, 
write Arcturus Radio 
Tube Co., Newark, 
N. J. for all the facts. 


ACES IN 7 SECONDS 





ARCTURUS 


TUBES fo, every RADIO 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Presenting Miss Mackle and Mr. 
Mackle. “Bill” is known for his activi- 
ties as managing secretary of the St. 
Louis Radio Trades Association. Miss 
Mackle has recently celebrated her third 
birthday. 


No doubt many independents will 
want to explain that they can not 
afford to do the things that chain 
wholesalers are doing. Those who 
feel that way would probably be bet- 
ter off if they started right now to 
liquidate their business, for such 
activities are in my opinion going to 
be more and more indispensable to 
the successful operation of an inde- 
pendent electrical wholesale house. 
In the grocery field the wholesalers 
who are going their job economically 
and are co-operating with their retail- 
ers are making money at it, and that 
in spite of the fact that their market 
has been greatly constricted through 
the expansion of chain stores. 

According to latest statistics there 
are in this country 80,469 grocery 
stores operated by 1,025 different 
chains. Roughly speaking that ac- 
counts for 20% of the total business. 

In the electrical field, both whole- 
sale and retail combined, there are 
at present only 33 chains with a total 
of 475 units. 

As yet the large wholesale electri- 
cal chains have not invaded the retail 
or consumer-contact field, which is 
the last step in distribution. By and 
all, it lies to a great extent with the 
independent wholesaler whether they 
ever will do so. If he wents to read 
the handwriting on the wall that is 
provided in the experiences of the 
grocery industry, it is not yet too 
iate to profit by it. 

Chain distribution in any line 
mechanizes every function even down 


to the human being that it employs. 
It is a more or less inflexible process. 
It must be so for they dare not leave 
too much responsibility in the hands 
of the human units that perform part 
of the work. Such procedure cannot 
help but bring with it greater wast- 
age, dishonesty, and losses of local 
opportunities. 

On the other hand, the individual 
who operates his own wholesale busi- 
ness is in a much more flexible and 
hence more advantageous position. 
If he so elects, he can apply all the 
money-saving mechanization proc- 
esses that the chains have. Then, if 
he adds his personal, undivided inter- 
est he is supplying the one factor 
which gives him a distinct superiority 
over his chain-warehouse competi- 
tion. 

It is this individual initiative, 
motivated by the first law of nature, 
self preservation, that puts the inde- 
pendent electrical wholesaler in the 
position of advantage. That will to 
survive which is nowhere nearly as 
strong as when a man has staked all 
his fortune and future on one ven- 
ture. It will supply the one ingredi- 
ent that chain-warehousing is unable 
to purchase at any price. 

It has enabled individually owned 
grocery stores, delicatessen stores and 
bakeries to take a new lease on life. 

With chain systems, the quality of 
their personnel has declined in almost 
the same rapid ratio as their number 
of stores increased. 

Their profits per unit are definitely 
declining and have been declining for 
a number of years. And this state- 
ment is not based merely on guess- 
work but on the results of a broad 
study of the performance of chain 
distribution systems in the various 
fields where it has become a factor. 
The accompanying chart will serve 
to illustrate the point just made. It 
visualizes the records of one of the 
country’s largest chain systems. I 
selected this particular company be- 
cause it sells in its stores a larger 
variety and volume of electrical 
goods than any other national chain. 

It is noteworthy that sales per 
store and profit per store have prac- 
tically shown a steady decline for the 
last seven years, while the percent- 
age of profit on sales had the most 
drastic decline in 1929. 

This chart illustrates what is true 
to a greater or lesser degree of most 
of our chain systems. Need we 


wonder then that today we find the 
largest chain in the world committed 
to a program of reducing its number 
of units for the sake of making a 
concentrated effort for greater effi- 
ciency per unit. 

In other words, if we interpret the 
records of other industries correctly. 
we cannot help but reach the con- 
clusion that competition from chain 
systems of distribution are not such 
a serious menace to the independent 
wholesaler or retailer. They become 
a menace to the extent that he is 
willing to think of them as such. 

It is an established fact that cer- 
tain functions are necessary to pro- 
vide proper channels for the flow of 
manufactured goods from the point 
of production to that of consump- 
tion. An investigation by the United 
States Department of Commerce dis- 
closed that there are 183 distribution 
areas in this country. Therefore 
unless each manufacturer separately 
or some of them jointly establish 
their own warehouses at those 183 
points to which to ship and through 
which to distribute their goods, there 
will always be need for an agency to 
perform those functions. Then it be- 
comes a question of who can perform 
them most efficiently and economi- 
cally, 

The independent electrical whole- 
saler must first determine the natural 
limits of his financial capacity, his 
territory and his ability for indi- 
vidual supervision. Then he must 
proceed to parallel as far as possible 
the economies that the chain-ware- 
houses effect through mechanization. 
He will find that he possesses one 
point of advantage over chain compe- 
tition, namely, the individual initia- 
tive and supervision that he brings 
to his job. This, if properly and 
diligently applied, will always enable 
him to hold his position and operate 
at a satisfactory profit. » 

* ¢ * 


Humor Pays 

The Spence Electric Co., Altoona, 
Pa., recently disposed of a large 
number of used radio sets in its 
retail store through a humorous ad 
in the local newspapers. The public 
was invited to come in and inspect 
the stock of used radios that had 
been handed down from the first 
generation. They did, and_ they 
bought. Through this humorously 
frank ad a great deal of dead stock 
was turned into cash. 
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“It has a grip like its namesake” 
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REGISTERED 


Split Knobs 
"Turse are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 
Macomb, Illinois 











Pacific Division of N.E.W.A. 
Meets 

The opening meeting held on Sat- 
urday, May 10, the third and last day 
of the thrice-yearly convention of the 
Pacific division of the National Elec- 
trical Wholesalers Association at Del 
Monte, Calif., had for its speakers 
F. T. Letchfield, assistant vice-presi- 
dent and sales engineer, Wells Fargo 
Bank & Union Trust Co., San Fran- 
cisco, and Robert Sangster, of the 
industrial department of the Los 
Angeles Chamber of Commerce. 

Taking for his subject, “Industrial 
Development of the Pacific Coast 
and Its Relation to the Electrical 
Industry,” Mr. Letchfield made in- 
spiring allusion to the possibilities for 
future development that exist in this 
territory in the iron and steel indus- 
try, lumber mills, the electro-chemi- 
cal industry, paper and pulp, and ali 
phases of manufacture necessary to 
serve this rapidly growing area, as 
well as the contiguous markets of 
South America and the Orient. Mr. 
Sangster spoke particularly of past 
accomplishment and future develop- 
ment of southern California. 

In the Pacific division’s regular 
golf tournament held on Friday and 
Saturday afternoons, R. J. Holter- 
man, Westinghouse Electric Supply 
Co., San Francisco, won the honor 
of having his name engraved on the 
famous Copper Cup; R. W. Turn- 
bull, Pacific Coast manager, Edison 
General Electric Supply Co., San 
Francisco, won the Turner trophy; 
George C. Tenney, editor of Elec- 
trical West, San Francisco, the 
Roscoe Oakes trophy, and William 
Fox, of the National Carbon Com- 
pany, San Francisco, the manufac- 
turers’ cup. 

* * * 


Eliminating Credit Worries 
j/o THE EpITor: 

It may be interesting to a good 
many jobbers that I did not have to 
borrow any money this month to pay 
my bills, and neither did I borrow 
any money for over a year to meet 
my obligations and, furthermore, I 
paid off a good size mortgage and 
bought some good bank securities for 
a substantial amount. 

Quite strange in the electrical job- 
bing business, how I did it? I 
made less money this year than any 
previous year since 1914, and yet I 
saved more than before and had less 
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SHERMAN 
Fuse Clips 
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A 
COMPLETE 
STANDARDIZED 
LINE 


























Only the best of material is used 
in making this extensive line of 
Fuse Clips. The slit retainer types 
are made of real phosphor bronze, 
the only non-ferrous metal that will 
retain its spring temper while under 
tension for a long time. The knife 
blade types are made of heavy spe- 
cial-temper copper . . . Carefully de- 
signed and accurately made, they 
insure perfect electrical efficiency 
and durability. Write for complete 
catalog and details of our jobber 


policy. 


H. B. SHERMAN 
MFG. CO. 


BATTLE CREEK, MICHIGAN 
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kDAYS 


here 
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Urce your dealers 
to keep their fan stocks 
in shape. 


Let them know your 


house is able to supply 
Emerson Fans quick- 
ly when they need 
fans most—right in 
the midst of the July 


EMERSON 
S¥y FANS 


with the 5-Year 
Guarantee 


hot waves. 


THE EMERSON ELECTRIC MEG. CO. 
2018 Washington Ave., Saint Louis 
806 W. Washington Blvd., Chacago 


155 Sixth Ave., New York City 








In Buildings 
of Distinction 


The Chicago Civic Opera 
Building offices and corridors 
are lighted efficiently and 
economically with Quad 
Lighting Units, the typical 
fixture being a semi-indirect 
unit of attractive design. 


Quad Lighting 
whether Ceiling Units, 
Swivel Stem Pendants or 
Dome Reflectors are recog- 
nized as meeting the highest 
standards of quality manufac- 
ture — efficient in operation 
and economical in mainte- 
nance, 
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equipment 
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Get details of complete line. 


Quadrangle Manufacturing Co. 
26 S. Peoria St., Chicago, Ill. 
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T. K. Bybee is the local manager of 
the General Electric Supply Co. at Day- 
ton, O. Mr. Bybee has been working 
particularly hard on the industrial busi- 
ness in Dayton and the company’s vol- 
ume of sales has shown a marked in- 
crease during the past year. 





headache, and that is only because I 
tightened in on my credits. 

About two years ago I began feel- 
ing the pressure of the outstanding 
accounts. On the tenth of the month, 
with a substantial amount outstand- 
ing, I did not have $500 in the bank. 
On the fifteenth of the month I had 
to follow my usual routine to go to 
the bank and borrow two-thirds to 
meet my obligations. 

Those worries and suspense, also 
the task of hanging around stores 
and doorways begging for money due 
me, prompted me to adopt a rule 
whereby to stop charging to an ac- 
count which shows a balance of over 
60 days on my books. 

At first some customers would be 
offended and stop buying for awhile, 
but surprisingly most of them saw 
it in the right light and buy for cash 
until the account is brought up to 
date. 

I can boast of having only three 
accounts with a dragging balance, 
and hope to shortly eliminate that. 

My two years’ experience is 
worthwhile, setting an example to 
most of the jobbers who believe that 


‘such a rule cannot be put into prac- 
‘tice without certain plans. 


Most losses come from lagging ac- 
counts. Sixty days should be set as 
a danger mark, and if they do not 
come across stop, because you are 
heading for the rocks. 

B. Davis, 


B. Davis Electrical Supply Co., 
Mt. Vernon, N. Y. 
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Wholesalers Hold Construc- 
tive Meeting 


(Continued from Page 7) 


Greusel, of the G.-Q. Electric Co., 
Milwaukee, and Ross Hartley, of the 
Electric Corp., Los Angeles, tied for 
third place. 

Five resolutions were passed by 
the Association: W. W. Low and 
Martin Wolf, both of whom were 
with the Electric Appliance Co., Chi- 
cago, in recognition of their loyalty ; 
Arthur Selzer, of Westinghouse 
Electric Supply Co., New 





York, | 


whose sudden death at the conven- | 


tion was a shock to all; Wm. A. 
Re Qua, who passed away on March 
20; and W. L. Adams, Union Elec- 
tric Supply Co., Providence, R. L., 
who died on December 7. 

The fall meeting of the N. E. 
W. A. will be held in Pittsburgh in 
November, and the 1931 spring 
meeting at Hot Springs, Va. 
exact dates have not as yet been an- 


nounced. 
* * * 


Philadelphia Edison Distrib- 
utor Opens Baltimore 
Branch 
The Girard Phonograph Co., 
Philadelphia distributors of Edison 
radios, has just announced to the 
trade the opening of a branch office 
in the Pythian Bldg., Charles and 
Preston Sts., Baltimore. Radio deal- 
ers in the Baltimore and Washing- 
ton, D. C., trading areas will be 

served from this branch. 





Martin Newman of the Hub Elec- | 


trical Supply Co., New York, is seen 


here at the right having a friendly chat | 
with Caeser J. Briefer of the Atlantic | 


Federal Division of the National Lamp 
Works. 





| 


1 


The | 












































For surface or concealed 
wiring. 


No. 40 for T-10 Standard 
base tubular lamp—Sur- 
face wiring type — also 
available in completely 
assembled sets. 


No. 60 for T-10 Standard 
base Tubular lamp—for 
surface or concealed 
wiring. 


See catalog 8, pages 14 
and 15. 
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MANUFACTURERS 














‘New/Products,. Literature, etc: 


Anaconda Changes Addresses 
of Pacific Warehouses 

The Anaconda Wire & Cable Co. 
of Calitornia, through C. Dent 
Slaughter, district manager, has an- 
nounced the following changes in the 
addresses of its three Pacific Coast 
warehouses: San Francisco, 360 
9th St.; Los Angeles, 430 Colyton 
St., and in Seattle, 914 First Ave., 
South, 

x * x 
Hart Manufacturing Moves 
New York Office 


The Hart Manufacturing Co., 
Hartford, Conn., announces the re- 
moval of its New York offices to 
Suite 2410, Graybar Bldg., at 420 
Lexington Ave. 

te ae. 
H. B. Sherman Creates 
New Territory 

The H. B. Sherman Mfg. Co., 
Battle Creek, Mich., has created a 
new territory in the south, compris- 
ing the following states: Alabama; 
Georgia; Mississippi; North Caro- 
except Memphis; 


lina: Tennesse, 


Florida; Kentucky, except Owens- 
boro; South Carolina; Virginia, and 
West Virginia. J. T. Cobb, 441 Clif- 
ton Rd., N. E., who is a native of 
Atlanta, will represent the company 
in this southern territory. This ter- 
ritory has been formed by slightly 
reducing the territories of three other 
representatives. 

* 
Frank Adam Moves Florida 

Offices 

F. W. Knoeppel, district manager, 

Frank Adam Electric Co., St. Louis, 
announces the removal of the com- 
pany’s offices at Jacksonville, Fla., to 
610 Richmond Ave., Orlando. 

* 2s 
W. O. Conway with N.E.M.A. 

W. O. Conway, formerly director 

oi education for the American Arbi- 
tration Association, has joined the 
headquarters staff of the National 
Electrical Manufacturers Associa- 
tion, New York. He will assist in 
carrying on the increasing staff duties 
required by the expansion of the 
Association’s activities. 


Square D and Diamond 
Electrical Consolidate 


A merger, resulting in the consoli- 
dation of the Square D Co., Detroit, 
and the Diamond Mfg. Co., Inc., Los 
Angeles, has been announced by the 
Square D Co. Under the new merger, 
the Square D Co. will be controlled 
by the same executive personnel, with 
the addition of Vernon Brown and 
J. H. Pengilly of Los Angeles, as 
vice-presidents. 


* * x 


Fullman Has New Repre- 
sentative in Cleveland 


The Fullman Manufacturing Co., 
Latrobe, Pa., has appointed C. B. 
Moore, 1572 Rydalmount Rd., Cleve- 
land, O., state representative for 
Ohio and the northwestern section 
of Pennsylvania. 


* * * 


R. S. Mitten Resigns 
R. S. Mitten has resigned as sales 
manager of the Leich Electric Co., 
Genoa, Ill. 





Twenty salesmen of electrical apparatus, winners of the J. Fred Carman; Frank G. Waite; R. C. Colson; Ben. G. 
Gibson Award for 1929, were guests of the Westinghouse Marz; C. A. Loscalzo; A. R. Rheinberger; Meyer Eisfeld; 
Electric & Mfg. Co., East Pittsburgh,, Pa., during a 10-day FE. C. Lyle, and H. A. Steinmeyer. Bottom row, sitting, left 
inspection tour of the various Westinghouse industries, April to right; S. D. Bishop; A. J. Stanbury; A. J. Eck; Elmer E. 
7 to 17. Those who made the tour this year were: top row, Post; H. W. Fitch; R. F. McDonald; C. W. Draper; Neil L. 
standing from left to right: Art J. Selzer; A. G. Paves; Kepple, and Harvey A. Salzer. 
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Frank Lowden, sales supervisor, cen- 
tral district, and H. E. Holladay, sales 
supervisor, eastern district, all of the 
Burgess Battery Co., 


R. J. (Bob) Koehr, sales manager; | 
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Chicago, taking | 


time off from their activities at the | 


Burgess booth to stroll down the 


Boardwalk. 





National Carbon Opens 
Western Division 
Headquarters 

The National Carbon Co., New 
York, has moved into its new west- 
ern division headquarters building at 
910-912 Baltimore Ave.. Kansas 
City. The impressive structure, 


which will be known as the Union | 
Carbide Bldg., will house three other | 
subsidiary companies of the parent | 


organization besides the National 


Carbon Co. 


Adequate personnel, together with | 


complete stocks of merchandise, place 
the organization in a position to give 


the trade throughout the entire terri- | 
tory intensive sales help and coopera- | 
tion in merchandising “Eveready” | 


products. In addition to stock main- 
tained at Kansas City, there is a 


completely stocked warehouse at | 


Houston, Tex. 
a 


Curtis Issues Lighting Book | 


Curtis Lighting, Inc., Chicago, has 
recently issued “The Lighting Book,” 
which was prepared by J. L. Stair, 
chief engineer of the company. 


The book contains no chapters, but | 


is divided into five major sections: 
“Part One, ‘History of the Light- 
ing Art,’ is a short discussion of the 
traditional background of our art and 
profession. 
“Part Two, “The Story of Curtis 


struggles of our company in the pio- 





neering days for better lighting. | 


CONDUIT 


Lighting,’ tells of some of the early | 











































Accurate and Clean 
A LINE of Fretz-Moon Conduit goes 
in, quickly, since all the threads, in 
the coupling and on the conduit, are uni- 
form. Just one more reason why Fretz- 
Moon Conduit is being used by more and 
more contractors every day. It saves time 


and trouble on every job—a saving which 
can be figured in dollars and cents. 


FRETZ-MOON TUBE COMPANY, INC. 


Butler, Pa. 


RIGID 
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STANDARD FOR RESIDENCES, SMALL APARTMENTS, ETC. 


KILLARK 


BlueBell 


DOOR BELL 
TRANSFORMERS 


Fifteen years on the market and over a million in use 
indicate the popularity and real merit of Killark “BlueBell” 
Transformers. They are finely made and covered by an 
unlimited guarantee. No “BlueBell” has ever worn out. 
Uses next to nothing in current. Listed as standard by 
Underwriters Laboratories. 


Consult your Killark Resale Price Sheet 
for prices, carton quantities, etc. 


Killark Electric Mfg. Co. 


3940 EASTON AVE. 


ST. LOUIS, MO. 
Pa 
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% Watt 
NEON GLOW LAMP 


its Uses are Almost Limitless 
\° a pilot light, a handy test lamp, an indi- 


cator of direct or alternating current and 
for scores of other uses, including many con- 
nected with radio work, the little 14 watt Neon 
Glow Lamp is unsurpassed. Fits standard 
socket. Runs directly on 110 A. C. or 220 A.C. 
or D. C. lines. Has no filament to break or burn 
out. Gives more than 3,000 hours of service. 
For furthér-details and prices, address: General 
Electric Vapor Lamp Co., 891 Adams St., 
Hoboken, N. J. 


Join us in the General Electric Hour, broadcast every 
Saturday evening on a nation-wide N. B. C. network. 


GENERAL @ ELECTRIC 
VAPOR LAMP:COMPANY 


(Formerly Cooper Hewitt Electric Co.) 











emphasizing our contribution to the 
progress in the art of illumination, 

“Part Three, ‘Engineered Light- 
ing,’ is a discussion of the funda- 
mental conceptions and chief charac- 
teristics involved in the harnessing 
and controlling of light. 

“Part Four, ‘Modern Lighting 
Practice,’ takes up specific applica- 
tions and constitutes the major por- 
tion of the book. Under this heading 
will be found discussions and illus- 
trations of office lighting, lighting 
for libraries, drafting rooms, flood- 
lighting, etc. This section of the book 
is illustrated very profusely, as it is 
desirable and necessary that we tell 
our story in picture form as well as 
by printed characters. 

“Part Five, ‘Planning Lighting 
Systems,’ has many tables, charts and 
diagrams that will be helpful to the 
architect and others in the planning 
of the ordinary lighting problems. 
The index is especially complete with 
many cross references, and has been 
set up in such a manner as to enable 
the user to readily find any given 


| subject.” 


The “Lighting Book” has 320 
pages printed in brown and black on 
a heavy grade of old ivory coated 
paper. It has slightly less than 800 
illustrations and contains a quarter 
of a million words. The book is 


| bound in orange buckram with black 


buckram for the backbone. The 
stamping on the cover is made in 
pure gold leaf. The book is enclosed 
in an orange paper jacket printed in 
black. 

The cover and title stamps were 
designed by Paul Ressinger, an artist 
of national reputation. 





Getting their morning sunning—from 
left to right are: Nick Goldman and 
Bob Robins of the Duovac Tube Corp., 
Brooklyn, and Simon Wexler of the 
Wextark Radio Stores, as they appeared 
on the famous Boardwalk at Atlantic 
City during the R. M. A. convention. 
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The appointment of Charles A. 
(Sparks) Rice, former sales manager 
for the Champion Radio Works, Inc., 
as eastern sales manager of the De- 
Forest Radio Co., Passaic, N. J., has 
just been announced. Prior to his con- 
nection with the Champion Radio 
Works, Mr. Rice served as district 
sales manager of the DeForest Radio 
Co. for the Chicago area, becoming as- 
sistant sales manager of that company 
and later director of sales. 


Robbins & Myers Moves 
Chicago. Offices 


Robbins & Myers Sales, Inc., 
Springfield, O., has moved the Chi- 
cago offices of its fan and motor divi- 
sion under D. B. Hutchinson, and its 
hoist and crane division, under W. J. 
Scott, from 567 E. Illinois St. to 
1133 Palmolive Bldg., 919 N. Mich- 
igan Ave. Warehouse stocks remain 
at the old address. 








* ok *K 


American Circular Loom 
































Moves 
Announcement comes from the || “Crescent” Na- 
American Circular Loom Co., Inc., Setenudl Wide oan BACK FOR MORE 
New York, of the removal of its S..... a h ied 
offices to the Woolworth Building, Rubber Covered proves the rule that it pays us to make 
Wire and Cable. d 
at 233 Broadway. “Imperial” | 30% and YOU to sell 
S Rubber Covered 
= “ce | QRESCENT WIRE 
Encasec rire 
Holophane Opens New “crescent” A. B, C. 
Quarters Armored — It — te profit you 
vhs ; “Crescent” seac take t 
The San Francisco office of the a glace = we 
Holophane Co., Inc., announces the || “Gtescent’ Flexible eres seaibninnennctar*oniionen 
opening of its new quarters in the “Crescent’ Var- ” that you will con- 
Russ Bldg. in that city. Approxi- Cabie, Lend n- tinue to sell your cus- 
mately two-thirds of the space will | At Sinte of nie tomers. This you cannot 
be devoted to the Holophane Light | afford to overlook. 
and Vision Institute. The scope of | RES Al goes to the Salesman 
the Light and Vision Institute will Cc CENT QUALITY = + ve —— 
is Gets and Holds a Customer ee iaagey ose valllgg 
»e as broad as is practicable so that : Products during the 
it will be, in effect, a contribution | Crescent Insulated Wire & Cable Co. months of July and 
‘ : : Crescent Armored Wire Co. August. 
benefiting the electrical industry as | Trenton, N. J 
a whole. | “FORTY-ONE YEARS OF KNOWING HOW IN EVERY “CRESCENT PRODUCT” 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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New Electrical Products, Illustrated — 





USH button No. 650 has been 

placed on the market by Edwards 
and Co., Inc., New York. This push 
button is of new solid cast brass, 
designed in a modern and orna- 
mental manner, and _ particularly 
adapted to residence and apartment 
work. Direct connections are made 
to two large: screws. 





INIATURE aeroplanes that 
1 actually fly are being manu- 
factured by the A. E. Rittenhouse 
Co., Honeoye Falls, N. Y. These 
planes are connected with the hangar 
by a steel spring rod. When the 
current is turned on, the plane takes 
off and circles the hangar and when 
the current is shut off, it makes a 
three point landing. The plane re- 
quires, approximately, 14 volts to 
start and is then operated on eight 
volts. Current is supplied through a 
toy transformer, the spring rod act- 
ing as one side of the circuit and a 
wire running down the rod carries 
the other side to the tip of the wings. 





HE new “Empire” electric flat 

iron, manufactured by the Metal 
Ware Corp., Two Rivers, Wis., has 
a long graceful point which can 
reach into corners and under ruf- 
fles. The specially designed heating 
element uniformly distributes the 
heat right to the very tip. The iron 
is heavily nickel plated and has an 
attractively designed, broad heel 
plate which eliminates the necessity 
of a stand. This unit is furnished 
with a six ft. cord and standard 
plugs. 





HE latest model “C” electric 

washer, recently announced by 
the Barton Corp., West Bend, Wis., 
has an attractive two-tone green 
enameled tub of genuine “Armco” 
iron. The tub is 22 in. in diameter 
with wide open top to permit ready 
access to the interior. A convenient 
starting and stopping clutch is 
mounted on the thick stem of the 
submerged type agitator. All trim 
as well as the heavy lid of the tub 
is of highly polished, corrosion re- 
sisting aluminum. The wringer is 
Lovell’s latest type with balloon 
cushion rolls. The % h.p. “Sun- 
light” motor is mounted vertically 
to eliminate all worms, worm gears 
and bevel pinions. 


ORK Clock, Inc., New York, 

has announced a new improved 
eight-day time switch, designated as 
type “H” Tork clock. The new model 
supersedes the previous eight-day 
Tork clock. It has a new cut-wheel, 
cut-pinion movement of high quality 
and is designed so as to be inter- 
changeable with movements in the 
old model. One of the unit’s features 
is a new “easy-to-set” dial. A rigid 
steel mounting plate forms part of 
the switch construction and holds 
the time motor. The entire appa- 
ratus may be easily removed from 
the case. 





HE Hart & Hegeman Division 

of the Arrow-Hart & Hegeman 
Elec. Co., Hartford, Conn., has re- 
cently placed on the market a new 
combination warning light and re- 
ceptacle, No. 7711, left, with brass 
plate, and No. 7728, with bakelite 
plate. The “bull’s-eye” lights up 
red when the current is on in the 
receptacle. It is especially desirable 
for use with all heating appliances, as 
it indicates at a glance that the cur- 
rent is on. With the flush “bull’s- 
eye” jewel, it is easier to insert the 
attachment plug, and, furthermore, 
the new type of warning light har- 





monizes with all other flush devices. 





UMBER 401 radio broadcasting 
and lead-in insulator is a new 


development by the Knox Porcelain 
Corp., Knoxville, Tenn. These in- 





sulators are furnished in any of the 
standard colors (blue, brown, black 
or white), and are packed 25 to a 
display carton. The screws, nuts 
and lock washers are all brass nickel 
plated. 
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Grigsby-Grunow Appoints 
Director of Music 
J. Milton Delcamp, formerly vice- 


president of the Mason and Hamlin | 
Piano Co., Boston, and also former | 


vice-president of the Ampico Corp., 
New York, has just recently been 
appointed director of music for the 
Grigsby-Grunow Co., 
supervise all musical activities and 
broadcast programs. Most of his ef- 
forts in his new work will be directed 





J. Milton Delcamp 


to showing the public how to obtain a 
greater appreciation of music through 
radio. He will also write a series of 


articles on music appreciation for the | 


“Voice of the Air,” a Grigsby-Gru- 
now dealer magazine. 

Mr. Delcamp has had extensive 
experience in the music industry, hav- 
ing graduated in 1915 from the 
Combs Conservatory ot Music, Phil- 


adelphia, shortly after which he en- | 


tered the player-roll industry and has, 
over a period of 15 years, continued 
as a recording pianist. 
se 
Merchandising the Westing- 
house Radio 
Plans for the distribution of the 
new Westinghouse radio will be dis- 
cussed with jobbers and dealers all 
over the United States as C. Hart 
Collins, merchandising manager, and 
Kalph Austrian and J. A. Duncan, 
assistants to the merchandising man- 
ager, of the radio department of the 
Westinghouse Electric & Manufac- 
turing Co., tour the country, each 


equipped with the three models of 


the new radio and a six-foot edition 
of the sales portfolio. 


Chicago, to | 




















“Spotlighting the Outlet” af- 
fords a real sales outlet for the 


jobber and his salesmen. 


Today there is a big movement 
afoot to modernize the home 
electrically. Additional outlets 
are being installed to accommo- 
date the numerous appliances 
now sold, and the overhead 
lighting unit in the home is be- 
ing supplanted by wall bracket 
fixtures which adapt themselves 
to colored and blended lights, 
thus making the home more at- 
tractive. Red Seal ABC AR- 
MORED BUSHED CABLE, 
Loomflex Cable, Xduct and 
Electroduct, a few of our “Bet- 


° are be- 


ter Wiring Materials,’ 
ing demanded by contractors 
for this wiring work, because 
they are carefully designed, 
sturdily constructed and 


trouble-free. 


Sell your trade “Better Wiring 
Materials.” 


AMERICAN CIRCULAR 
LOOM COMPANY, INC. 


233 BROADWAY NEW YORK 


Offices in principal cities 
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Why 
Jippit 


Mr. Collins will cover the East 


| and the Middle Atlantic states, start- 
|ing his tour with New York City 


is the best 


| City before going to the coast. 


$5 Value 


in the Electrical 
Merchandise Field 





Heating element of the highest grade 
resistance wire, built for long life and 
quick lighting. 


Heating element ventilated with draft 
holes, ready for use the instant the 
wire glows. 


~ 


Contact strip held by spring tension. 
*Insert spun over, cannot become loose. 
*Bakelite ridges. 


8 ft. heavy twisted, non-kinkable cord, 
in colors to match base. 


Automatic, steel righting weight, 
moulded in. 


Safety lip on cap. 


6@ 3 gua w 


Parker drive screw. 
10 
11 
12 


13 
if 


Compartment cover. 


Molybdenum electrodes. 


hausted, displaced with an inert gas. 
Shredded Asbestos packing. 


Bakelite base, in attractive colors. 


strip touching socket 
cult, 


*Prevents 
cannot poss 


contact 
ibly short cir 


way for jobber salesmen 

The Manhattan Electric Supply Co. has taken 
“‘TIPPIT’’ on for New York, Chicago and St. 
Louis ‘This proves the real value of ‘‘TIPPIT”’ 
TeC ed by leading concerns of this type 
mn ould convince you of definite sales. 


ELECTRACRAFT 
CORPORATION 


161 MASSACHUSETTS AVE. 
BOSTON, MASS. 


A real walk 











e e e e . 





shell, 


| and then going to Boston. Mr. Aus- 
= plans to cover the Middle West 
'and the South, beginning his trip with 
visits to Detroit and to Indianapolis. 
The Southwest and the West Coast 
will be the scenes of Mr. Duncan’s 
activities ; he first visits Houston, and 
then stops at Dallas and at Oklahoma 
* 


* * 


Irving P. Bean Represents 
All-Steel 

The All-Steel Equip. Co., Aurora, 
| lll, manufacturers of a complete 
line of electrical wiring equipment, 
announces the appointment of Irving 
P. Bean as northwestern representa- 
tive to handle the entire line in the 
Pacific Northwest. Mr. Bean is well 
known in that territory for his activ- 
ity in the sale of electrical products. 


| His home is in Seattle, Wash. 


* 


Bryant Electric Makes 
Changes 


J. Weaver, 


* x 


William formerly 


| northeastern district sales manager, 


| M. 
| manager. 


Heavy glass mercury switch, air ex- | 


has been appointed general sales 
manager of the Bryant Electric Co., 
Bridgeport, Conn., succeeding Robert 
Eames, recently made general 
Co-incident with this 
change, the company has opened a 
northeastern district office at 50 High 











Boyd has recently joined 
the sales department of the Diehl Man- 


Samuel G. 


| ufacturing Co., Elizabethport, N. J. 
| Mr. Boyd has had considerable exper- 


ience with the Western Electric Co. and 
the Graybar Electric Co., Inc., 
Syracuse, and Rochester. 


| in Brook- 
lyn, 





ROA AE la Ea 
K-E- 
FUSES FOR 


PROTECTION 


* SHOWS ™ 
WHEN IT BLOWS 





Enclosed Fuses 
Fuse Plugs 
Automobile Fuses 
Link Fuses 
Special Fuses 


Uniform reliability — that’s what 18 
years of specialized manufacturing has 
done for K-E Fuses. During this 
period of years K-E Fuses have right- 
fully earned a reputation for extremely 
high quality. K-E Clear Window 
Fuse Plugs (the fuse shows when it 
blows) are made of exceptionally high 
grade porcelain. Sofne of the largest 
lighting companies in the country use 
these Fuse Plugs. K-E Enclosed 
Fuses give perfect electrical protection. 
They will not cause expensive shut- 
downs when the overload is mo 
mentary, but when the overload is too 
great, they blow, protecting the valu- 
able equipment. | seomeen realize a 
good fuse is a small investment com- 
pared with the costly equipment it 





protects. Sell them K-E Fuses; they 
sell easily. Write today for sales 
helps. 


KIRKMAN 


ENGINEERING CORP. 
1 DOMINICK ST., NEW YORK, N. Y. 
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SKY HIGH QUALITY 


MURRAY 


St., Boston. This office will be under 
the direction of Edward L. Durgan, 
newly appointed district sales man- 
ager. 

George H. Williams, district sales 
manager, will have charge of this 
concern’s New York office, which 
has been moved from 342 Madison 
Ave., to the Lincoln Bldg., 60 E. 
42nd St. 

-— 
Howard F. Viot Heads Kan- 
sas City Association 

Howard F. Viot, general mana- 
ger, National Lamp Works of 
General Electric Co., southwestern 
division, Kansas City, has been 
elected president of the Electric & 
Radio Association of Kansas City 
for 1930. 


* *« * 


Howell Motors Purchases 

Jeannin Electric Business 

The Howell Electric Motors Co., 
Howell, Mich., announces the pur- 
chase of the business of the Jeannin 
Electric Co., Toledo, O. The Jean- 
nin Electric Co. has manufactured 
a line of single phase and direct cur- 
rent motors from 1/30 H. P. to 10 
H. P. in size. 

The manufacturing equipment and 
business of the Jeannin Electric Co. 
will be moved to the Howell plant 
gradually, so as not to interrupt serv- 
ice to present Jeannin customers, and 
added to the line of apparatus al- 
ready being produced by the Howell 
Electric Motors Co. 


Thomas C. Adams, well known in the 
electrical game in the Cleveland district, 
is representing Colt’s Patent Fire Arms 
Mfg. Co., Hartford, Conn., in the Cleve- 
land territory. Mr. Adams has had a 
very broad experience, having been in 
the contracting business, worked as a 
sales engineer and “peddled” for a jobber. 








BAFET Y SWITCHES 









CONSOLIDATED GAS COMPANY 
Irving Place & 14th Street New York City 


“METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 
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Can 
30,000 
“W BB’s” 


be wrong? 


Wiremold is putting 
into the hands of over 
30,000 alert electrical 
contractors — through 
each issue of The Wire- 
mold Business Builder 
—a plan to show 
his storekeeper prospects 
that “Sales follow the 
light — as moths the 


9 


flame! 


Every 
jobbers 
salesman 
should 
get and 
use his 
free 











“WBB” HEADQUARTERS 
HARTFORD, CONNECTICUT 








Trade Mark 


A-1 & JR WIRE 


CONNECTORS | 


MAKE BETTER 
JOINTS 


Patent Nos. 1635293-1736379 
That’s the reason they 
sell so easily. Yes, con- 
tractors know they can 
make perfect joints — 
every time with an 
S R K connector. And 
the joints are safe, 
strong and dependable. 


Write us for details. 
Size A-1 for all com- 
monly encountered 
ioints. JR for 1 or 2 
No. 14 Solid with 1 
or 2 No. 18 Solid or 
Stranded or Equiv- 
alent. 

Listed by  Under- 
writers Laboratories. 


JIFFY WIRE CONNECTOR COMPANY 


HACKENSACK, N. J. 


General Sales Offices 
G. Denn Montgomery, Jr. 
458 Broadway, New York City 
Phones Canal 7533-Canal 6186. 


MPBSAS6 444 444465 yer 





William G. Church Directs 
Silex Sales 


| facturing Co., Waterbury, Conn., re- 


‘signed his position March 1 to be- | 
'come sales manager of The Silex Co., | 


William G. Church 


a subsidiary of Wolcott Inc., Hart- 
|ford, of which Frank E. Wolcott, 
| former vice-president of The Beards- 
ley & Wolcott Manufacturing Co., is 
the head. 

Mr. Church is well known as a 
staunch advocate of a jobber protec- 


His knowledge of merchandising 
problems was gained while an execu- 
tive of a large electrical jobbing or- 


| ganization. 
* * * 


Burgess Brings Out New 
Window Cards 

New Burgess “SnapLite” flash- 
light window cards in full color, 
| showing the all around use for these 
products, are now ready for distribu- 
tion by the Burgess Battery Co., 
Chicago. The large card flexes and 


small ones are 19 inches high. The 





| 

igiving the colored 

| very realistic look. 
.+* « 


Sylvania Establishes Chicago 
| Branch Office 


The Sylvania Products Co., Em- 


|porium, Pa., will, in the future, be | 


| represented in the Chicago territory 
| by a factory branch office, located in 


| William G. Church, sales manager | 
|of The Beardsley & Wolcott Manw- | 


| 
| 


tive policy in the electrical industry. | 


| 
| 





is over 28 inches high while the | 


hands in the small cards extend out | 
“SnapLites” a | 





'the Williamson Bldg., 605 W. Wash- | 


ington St., Chicago. The new office is 


'now in complete running order, and | 


1930 


For 
57 Years 
SAFE! QUICK! 


Yager’s Soldering Salts and 
Paste —-small items but 
necessary ones. They help 
you build up your orders! 
Packed in % lb., 1 lb. and 
5 lb. round, blue and white 
enameled cans they make 
an attractive item for over- 
the-counter sales. Write us 
today for samples and price 
list. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 











Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
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QD 
Be A Booster 


Tell your friends 
about 
The 
Jobber’s Salesman 
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will serve a_ territory including 
Chicago and parts of the states of 
Illinois, Wisconsin and Iowa. Frank 
J. Foster, of Evanston, IIl., has been 
appointed branch manager. The 
office will also handle the recently 
renamed line of Sylvania incandes- 
cent lamps, made by the Nilco Lamp 
Works. 
a . 
Nehring Electrical Works to 
Build 

Paul A. Nehring, president, Nehr- 
ing Electrical Works, DeKalb, IIl., 
announces that contracts have been 
placed for complete equipment for 
the manufacture of bare copper wire 
and cable. The plant will have an 
annual capacity of 50,000,000 pounds 
and will be one of the most modern 
in existence. The new building will 
be of ample size to accommodate the 
installation of a rolling mill, and is 
planned with this in view. 


* * x 


Ilewill Opens New York 
Office 


The Ilewill Manufacturing Co., 
Dayton, O., has opened its New 
York office at 205 E. 42nd St., where 
a full line of electric wiring devices 
will be on display. Adolph Fried- 
man and Milton C. Snyder will be 
in charge of sales in the metropoli- 
tan New York territory. 





who has dis- 


Victor R. 


Despard, 
posed of his holdings in the Chicago 
Mica Co. and the Fibroc Insulation Co., 
both of Valparaiso, Ind., to the Conti- 


nental-Diamond Fibre Co., Newark, 
Del., is retiring, temporarily, to spend 
the next few months in travel and fur- 
ther study. Mr. Despard has been con- 
nected with the industry since 1906 and 
has been very active in the work of the 
National Electrical Manufacturers’ Asso- 
ciation. 








| 
| 
| 


vvvvvvvvvvvvvvvvyv 


For Low and Medium 
VOLTAGE LINES... 


Hemingray Glass Insulators have stood the 
test through many years’ use and are ree- 
ognized as standard equipment by your 
contractors. Their high quality and record 
of service make them easiest for jobbers 
and their salesmen to sell. 


HEMINGRAY GLASS COMPANY 
INDIANA 


MUNCIE 





You are fully protected 
by a strict jobber policy. 
Concentrate your 1930 
sales efforts on Heming- 
ray Glass Insulators .. . 
Steady and profitable year 
’round repeat business for 
you. 











HEMINGRAY 
GLASS __ INSULATORS 















Thousands Here! 
y 


nectors were used in this new $2,000,000 . 
Hotel just built in Richmond, Va. 
Are You Getting Your Share of \ 
%G ‘ 


‘ 





































This Volumefand Repeat Business? .'% 
Contractors, Fixture Manufacturers, Electric a > S 
pes aa : : ‘ . SN Y 
appliance manufacturers; hundreds of indus ' aN  ' 
trials DEMAND Ideals. Nothing so good / | Ne &\ : 
for Radio! 4° Se ENN 
Fully approved by Underwriters and Factory a it ky 
Mutual Lab. Fully Patented. eid x i 4 
j ~ ! ee] 
f sey s | 
f, , ‘ at g ‘8 vast 
7 ‘se! 7: . é: . | 
wee 3 es | s sy a Se s 
34 + ie &. Ty ty) 
43! big e Gy De yhh! 
BOWLUS 1B) 4 i se, FPL h as! 
BORING 125 “18 Ss vy s 
MACHINE oat + 2 aoe eee 
Saves contractors ig! cl 3 as > Sip 
A 3 i le edgar . 
a lot of money ; i , i ti; 
Quick sale price. y « eo 
No climbing up i i\ ! iil " bah ; 
on ladders. No ¢ Ht : 
back breaking \ i@l . il a ig —_ 
stooping over. mie i iW i ut t oi) ow 
~— .———— ' 
E-Z WIRE ~ ~ 
STRIPPER 


Volume sales 
Electrical Work- 
ers buy on sight 
Clamps, strips 
and cuts in one ‘ 
operation 














Ideal Commutator Dresser Co., 7230 
1047 Park Ave., Sycamore, III. 


Please send further information on [] Ideal Universal Wire Connectors [ 
Boring Machine (] Ideal E-Z Wire Stripper. 


Ideal Bowlus 

























84 


THE JOBBER’S[J)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





-+ 48 


Theatrical Lighting | 
Specialties | 
and Jobbers’ Profits 


N this era more money is made by 

Jobbers selling specialties with a 
substantial profit margin, and with 
trade prices protected by a reputable 
house, than is made in handling a 
quantity of general items at a split- 
penny return, without price protection. 
For more than thirty years Kliegl Bros. 
have conducted their business affairs in 
a manner that has won the respect and 
support of the country’s leading Elec- 
trical Supply Jobbers and Dealers. 
Kliegl lighting specialties are well 
known, modern, correctly designed, 
and thoroughly dependable in every 
respect—insuring acceptance by your 
customers and satisfactory service when 
in use. List them in your catalog. 
Sell them to your trade. 


E. J. Horner, formerly with the Pitts- 
burgh Valve & Fitting Co., Barberton, 
O., will represent Cutler-Hammer, Inc., 


| Milwaukee, working out of the Atlanta 


Write for Literature and 
Trade Discounts 


KLIEGL BROS 


Universat ELectric STAGE LIGHTING Co.,inc. 


32! West 5Oth Street 
NEW YORK, N.Y. 





office at 150 Peters St. S. W. Mr. 
Horner will contact the jobbers and con- 
tractors in the southeast. 





Warren Telechron Increases 
Plant Area 

The Warren Telechron Co., Ash- 

land, Mass., has begun building oper- 

ations to increase the present plant 


area of 42,000 sq. ft. by one-third to | 


_a total of 55,500 sq. ft. This is the 


sixth time in the company’s existence 


| that it has been compelled to expand | 


_its factory and office space to meet | 


production demands. 


* * 


_L. W. Thompson to Represent 


Easy to cut—easy to 
thread—easy to bend. 
Provide satin-smooth 
raceways for quick wir- 
ing. Every length stamp- 
ed with the Under- 
writers Label. 


CENTRAL TUBE COMPANY 
PLITTSBURGH 


Illinois Electric 
The Illinois Electric Porcelain Co., 


| Macomb, IIl., recently appointed L. 


W. Thompson as its California and 
western Arizona representative. Mr. 
Thompson makes his headquarters at 
912 E. Third St., Los Angeles. 


* *K * 


Stanley Electric Installs Own | 


Selling Organization 


The Stanley Electric Tool Co., 
New Britain, Conn., a subsidiary of | 


| the Stanley Works, is installing sales 
| and service stations in the following 


| cities: 
| Conn. ; 
| Cincinnati ; 


home office, 
New York; 
Detroit, 


New Britain, | 
Philadelphia ; 
and Chicago. 





#MDES TRUCT BU 
LESS SOCKE 
TARE 2 
SPRING 
cuame 
2-SUFFICIENT 
NING TOG! 


ANY WHERE 
3 





SIDE PARTS 
or socnar 


s S Inch WANOLE 
SM OESTAUCTIBLE 4 SHOCHLESS SOCKE 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Sho 
Lights. They are oil, gasoline an 
grare. roof and have absolutely un- 

reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
oor—-oreet right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in — catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 











WANTED 


MANUFACTURERS’ 
AGENTS 


For Popular Floodlight in 
Representative Cities 


Give Complete Details in First Letter 


NATIONAL APPLIANCE CO. 
JACKSON, MICHIGAN 














| Except for the Pacific coast and the 


south, the sale of Stanley electric | 
tools which has previously been con- | 
ducted by the Stanley Rule & Level | 
plant, has been taken over by the | 
Stanley Electric Tool Co. with its | 
own selling organization. | 





Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 
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ANTENNG 
ACCESSORIES |gusz 
ee 


THOUSANDS of ra- 
dio receiving set own- 
ers have used KNOX 
Antenna Insulators 
and Lightning Ar- I 
resters. The volume = 
on these accessories ” 

has surpassed our ex- 
pectations. The de- 
mand this season will 
be heavier than ever 
before because more 
and more owners of 
receiving sets are de- 
manding outside aeri- 
als. Let us supply 
your requirements 


\ 
E 


Large Stocks— 
Prompt Shipments 


"Sold Through Jobbers 
Everywhere 


—© § X 


WRITE FoR CATALOG 





Me KNOX PORCELAIN 
CORPORATION 
KNOXVILLE -TENNESSEE 





























y 



































|FLEXCO-LOK| 


Lamp Guards 
Inside 
Reflectors 





Protect the hand from chance contact 
with hot reflector shells. Made also in 
Portable styles with split handles. Valuable 
additions to a great line of lamp guards. 





Flexible Steel Lacing Company 
4698 Lexington St. Chicago, U.S.A. 


(FLEXCO) 
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Latest Trade Literature 

Wagner Electric Corp., St. Louis 
|—Bulletin No. 11, containing a dis- 
‘cussion of the problem of poor 
power factor, the cost of poor power 
| factor, early attempts at power fac- 
| tor correction, and the application of 


|the Fynn-Weichsel motor to its solu- | 


ition, has been announced by this 
| corporation. Constructional details 
'and applications of the motor occupy 
part of the bulletin while another 
| section is devoted entirely to control 
| 
| 
| 


| equipment. 

Square D Co., Detroit—A unique 
|mailing piece announcing the new 
| Square D catalog is being mailed out 
by this firm. 


| Trico Fuse Mfg. Co., Milwaukee 
|—This company is sending out an 

announcement folder on “Kliplok,” 
}a clamp for fuse clips. A complete 





listed features of this device are 
| included in the folder. 
| 


Frank Adam Electric Co., St. 
Louis—Bulletin No. 49 introduce: 
ithe “FA Switchfuz” unit which has 


> 


been recently developed by this com- | 
| pany. Suggested specification for | 


the safety type, photographs and 
detailed descriptive material are in- 
‘cluded in this bulletin. 





| Arcturus Radio Tube Co., Newark, 
|N. J.—The Arcturus ‘“Photolytic” 
‘cell is featured in a recent folder | 
|brought out by this concern. The 
| features of this new development are 
described quite fully in this pamphlet. | 
A novelty folder on Arcturus tubes 
\is being distributed to the trade by | 
|this manufacturer. 


Autovent Fan and Blower Co., 
_Chicago—This manufacturer is dis- | 
| tributing literature on a new line of | 
‘uniblade type “D” blowers. Bulletin | 
| No. 87 shows typical installations of | 
these units and also gives some con- | 
struction data. Bulletin No. 89, also | 
issued by this firm, describes the line | 
| of portable cooling fans. | 


3eardslee Chandelier Mfg. Co., 
| Chicago—Church lighting bulletin | 
| No. 1, prepared by this company is 
'now ready for distribution. This 
‘bulletin shows several designs of 
Gothic style lanterns, brackets and 
‘ceiling lights. 


description as well as diagrams and | 





Unusual profits are made 
by Jobbers and their 


salesmen 


year-round line. Every 
SUPERIOR product is 


made of 


TODAY! 
IT’S SUPERIOR 
PORCELAIN 


Nail Assembled 


Knobs 
Tubes 
Cleats 
Special 


Porcelain 


who sell this 


highest quality 


material and the best of 
workmanship is built 
into this complete line 
of electrical porcelain. 
Write us at once for 


prices. 


SUPERIOR 
PORCELAIN CO. 


PARKERSBURG, W. VA. 
VAAAAAAAAAAAAAAAAAAAAAAA AAA AAAAANOS 












Ready 
to 
Use 















Needs 
only 
Heat 


ace 5%. 
a Flux-Core 
= 









KE 


ACID-CORE 
METAL MENDER 


KESTER FLUX-COR SOLDER 





= N POCKETS SOLDER a 


EXACT 


No more soldering failures 
— Kester eliminates the 
guesswork of separate fluxes. 
Sure, simple, professional 
soldering success for every 
hardware customer. Years 
of national advertising have 
made Kester Solders known 
and demanded everywhere. 
Realize the profits in the 
Kester line — Acid-Core for 
general heavy duty, Rosin- 
Core for delicate electrical 
work, Metal Mender for 
household use, Radio Solder 
for set building and repairs, 
Paste-Core for the electrical 
worker accustomed to paste. 
Insist on Kester Solders. 


From all jobbers 


KESTER SOLDER CO. 


4251 Wrightwood Ave. 
Chicago, Ill. 


Incorporated 1899 
Formerly Chicago Solder Co. 


STE 


OLDI 


DE 


ROSIN-CORE 









PASTE-CORE 
RADIO SOLDER 
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WE ALSO MAKE 











E 


FANS ARE | 
LEADING THE FIELD 


The Model 10 illustrated above is 
a great favorite with dealer and 
consumer. Has full nine-inch 
blades and is non-oscillating type. 
Equipped with on and off switch 
mounted in the cast base, self 
aligning bronze-bearings, and 
other advantages. 


Model 50 Twelve-inch oscillating 
fan. Has aluminum blades and 
other features embodied in the 
Model 10. The ESKIMO line of 
fans and ventilators sell fastest, 
and there’s a fan for every venti- 
lating need. Write us today for 
details, it will pay you to learn 
more about ESKIMO fast sellers. 


ESKIMO 
Hair Dryers 


ESKIMO 


Fruit Juice Extractors 


ESKIMO 
Drink Mixers 




















UNITED 
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into salesmanship. 


Experience shows @& Panelboards to be the “key products” on most wiring 


how to use 


ATLANTA, GA. 
L. A. Crow, 
64 Cone St., N. W. 


BALTIMORE, MD. 
Wolfe-Mann Mfg. Co., 
320 S. Hanover St. 

Boston, Mass. 

J. J. Cassidy, 
231 Congress St. 

BuFFALO, N. Y. 

Ralph E. Jones, 
1890 Hertel Ave. 

Curcaco, ILL. 

Major Equipment Co., 


ne. 

4603 Fullerton Ave. 
: Cc ag ay ee OnIo 
4 E. Schurig, 
44 kane Third St. 








the information to build greater sales. 


Datias, Texas 
R. S. Wakefield 
1814 Allen Bidg. 


Denver, Coto. 
Alex, Hibbard, Inc. 


Arank Adam 


ELECTRIC COMPANY 


1940 Blake St. ST. LOUIS 
Mewsaresm, ee ORL ANDO, FLA. 
Deznoer, MIcH. Leo. H. W. Knoepple, 
Norton, 422 Builders PEE. Bldg. 6i0 Richmond Ave. 
2683 Wabash Ave. New Organs, La. 
Stanan Ciev, Wa: W. J. Keller. hy PHIA, Pa. 


Mc Avoy, 


pee Natehen Bite. 244 North 10en'St. 


Magazine& NatchezSts. 
NEw York 


Robert Baker, 
19 E. 14th St. 


Los ANGELES, CALIF. Posqeenes, Pa. 


Fred Kraut wd 
Zinsmeyer, : frank Pe rry, Inc. 
1i27'S. Wall St. ee 3i9 Third Ave. 
Dipper, TENN. Onsama, NEpr. Sr. Louts, Mo. 
Rutledge, ae as "Fle ming O. H. Rottman 


303% Monroe Ave. 213 S. 12th St. 3650 Windsor Place 
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HE moment you become of practical help to your customer in an intel- 


jobs and the complete order can be built around them. Make 


use today of our offer to help you know @ Panelboards, and 


San Francisco, CALIF. 


Lee Van Atta, 
340 Fremont St. 


SEATTLE, WASH. 


Metropolitan Elec. Co., 


2914 First Ave., S. 


—_ OKLA. 


P. Ebersole, 
2is S. Victor St. 


Toronto, CAN. 
Amalgamated Elec. 
Co., Ltd. 
Gen. Sales Office, 
370 Pape Ave., 
11 Charlotte St. 








rHE INDUSTRY. 




















VANCOUVER, CAN. 
Amalgamated Elec. 


o., Ltd. 
Granville Island 


WINNIPEG, Man., CAN. 


Amalgamated Elec. 
Co., Ltd. | 
677 Notre Dame Ave. 


HaMILTON, ONT. 
Amalgamated Elec. 
Co., Ltd. 
§7 John St., N. 
MontTREAL, Can. 
Amalgamated Elec. 


Co., Ltd. 
1006 Mountain St. 
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QUALITY s PARAMOUNT! 


Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 













Kits 





elden 
Aerial 








Belden 


Shielded 


Belden Shielded Lead-in 
Wire is solving the problem 
of troublesome interference 
for thousands of dealers and 
servicemen. 


Belden Shielded Lead-in 
Wire consists of stranded 
cable with Easy-Strip 
Rubber Insulation enclosed 
in a braided shield of tinned 
copper wire. In service the 
shielding is grounded, and 
thus protects the signal 
energy from interference 
caused by high tension 
lines, motors, and similar 
disturbances. Write for 
explanatory bulletin. 


Lead-in Wire 
































A GOOD AERIAL is just as essential to the finest recep- 
tion as good tubes. One manufacturer says, **25% of our 
service calls are caused by faulty aerials.’’? Belden Aerial 
Kits and Belden Radio Accessories provide aerial equip- 
ment that is absolutely unsurpassed. 

By selling a Belden Aerial Kit with every set you pro- 
vide for your receiver the best aerial equipment possible. 
By ‘‘throwing in” cheap aerial material you not only 
lose your fair profit, but you permanently handicap the 
receiver. 

Belden Aerial Kits have full size 7x22 wire, Belden 
Bakelite Lightning Arresters with $100 guarantee, 
Ground Wire with Easy-Strip Rubber Insulation, and 
other accessories essential to a high grade aerial. 

Again this year Belden Aerial Kits and the complete 
line of Radio Accessories will be advertised in the 
Saturday Evening Post. 

Sell your dealers the complete Belden Line and secure 
for the sets you sell the advantages of a good aerial. 


BELDEN MANUFACTURING COMPANY 


4665 W. Van Buren Street Chicago, Illinois 


elden 











i The Question That Interests | 
'You Is This --------- Will It} 


wae 





The answer is—it IS selling 


Wakefield Modernistic scares some lighting men—1t 
is so distinctive, so unusual. But it doesn’t seem to 
scare the man who pays the bills—he likes it and 
buys it and likes it after it’s bought. 


Just to mention one case: Mr. C. C. Crawford of 
Alliance, Ohio, decided to relight his store. Half- 
a-dozen salesmen were after the job, all with the 
usual type of fixture, but he wasn’t satisfied. Finally, 
one Contractor remembered Modernistic. “I haven't 
a sample,” he said, “but here’s a picture of a new 
unit that Wakefield makes—anything Wakefield 
makes is all right.” Mr. Crawford bought from the 
picture, and when the job was finished he declared, 
“| have the best lighted stote in Alliance.” 


lnduce your Contractor-Customers to give Wake- 
field Modernistic a trial. They can sell it—and make 
a sweet profit because the unique appeal of this 
number enables them to add much more than the 
usual mark-up on the job. 








Send for Data Sheet No. ¥00. Give Modernistic a chance to sell itself. Maybe you, too, can take orders from the picture. 


| The F. W. Wakefield Brass Company 


Vermilion, Ohio, U. S. A. 








